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National No. 840 
Reversible T Hinge 








Specially Designed for Garage —_— 


Because the cost is much less than for hanger-and-rail equipment a great many 


car owners prefer to swing their garage doors on hinges. 


Sell them the NATIONAL NO. 840 REVERSIBLE “T” HINGE. It is special- 
ly made and designed for use on garage doors. It is made with a tight pin. The “T” 
part is countersunk on both sides and can be used as a full surface hinge or mortised 


into the jamb when brick construction is used. 


Sizes 6, 8 and 10 inches. Packed the NATIONAL way, one pair in a neat indi- 


vidual box with screws for attaching. 


We supply you direct. Send for catalog and order blank. 


National Mfg. Co. 


STERLING, ILLINOIS 
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The Youths of To-day Have Just as Much Fun and Learn 
Many More Useful Things Than the Boys of the Past— 
Knot Tying and Rope Handling Generally Taught at Camps 


natural rope enthusiast. 

There are so many things a 
red-blooded kid can do with a piece 
of rope. As I think of the rope pos- 
sibilities of the average boys my 
mind harks back to my first Wild 
West Show. I don’t exactly remem- 
ber how I managed to get into the 
grand aggregation of cowboy talent 
—there were no elephants to carry 
water to, and the tent edges were 
firmly staked down. However, I 
was there in the front row when 
“Roper Bill” shot his lariat over 
the head of the first “Long Horn” I 
had ever seen. During the balance 
of that show even the horses failed 
to interest me. All I could see was 
the “lasso-wizard” hopping through 
skilfully manipulated coils of rope 
or accurately placing his circling 
loop over the horns of the flying 
range stock. I even lost my appe- 
tite for pink lemonade, as I stared 
pop-eyed at the sombrero bedecked 
roper. 

That night my old sling shot was 
forgotten, and I swapped all the 
marbles I owned for a section of the 
Bennett’s clothes line. I seem to 
remember also that Bill Bennett ap- 
peared the next day slightly the 
worse for wear, due to the fact that 
his good mother got wind of the 
trade. 

Be that as it may, I twirled a 
nasty rope for a few weeks and al- 


Ey sta live American boy is a 


By LLEwW S. SOULE 


most broke my kid brother’s neck 
after an exceptionally good throw as 
he scooted for the side door. As a 
matter of fact I still get an itchy 
feeling when I see a coil of clean, 
supple rope, and I’m free to confess 
I’d like to be a boy again with about 
40 ft. off of that coil. 


A Great Organization of Boys 


Boys are still boys just as in the 
old days, but apparently the boy of 
to-day has considerable edge over 
the kid of the “‘80’s or 90’s.” A few 
years ago General Baden-Powell 
learned that 46 per cent of the boys 
in England were growing up with- 
out any knowledge of useful occu- 
pations, so he started a movement 
to remedy conditions. His efforts 
resulted in that great boy organiza- 
tion known as the Boy Scouts. To- 
day it circles the globe. It is an 
organization for life in the open— 
for summer camps, clean sports, 
practical knowledge. Boys are 
taught to kill, clean and cook their 
food, to build camps, put up tents, 
lay and light fires, construct rafts 
and bridges, find their way by night 
and other things known to the vet- 
eran campaigner. The Boy Scout 
must be able to ride a horse or a bi- 
cycle, to swim, run, row and drive; 
to understand signaling systems, in- 
terpret weather indications and ad- 
minister first aid to the injured. In- 
cidentally he is taught how to tie 
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various knots with rope, and is 
given an insight into the lore of 
the sailor. We have only recently 
come to realize the importance of 
the Boy Scout trade in the hardware 
store. Every scout needs a staff, a 
knife, an axe and belt, a mess kit, 
a camping outfit, a tent, cooking 
utensils, a knapsack, bow and ar- 
row, moccasins and a plentiful sup 
ply of rope. More and more of these 
Boy Scout troops are being formed 
daily and as their curriculum em- 
braces the use of rope in their train- 
ing and incidentally the tying of 
correct knots in connection with 
such work, it naturally follows that 
a great deal of small-sized rope can 
be sold to Boy Scouts annually by 
progressive hardware dealers. 


A Typical Scout Camp 


The photographs used with this 
article were taken at Camp Rotary, 
situated on Owasco Lake in the 
Finger Lake section of New York 
State. The camp site was donated 
to the local troop of Boy Scouts by 
the Rotary Club of Auburn, N. Y.. 
to further the good work. The 
photographer not only secured good 
camp pictures, but he uncovered 
some interesting rope selling possi- 
bilities. First, there is the tug-of- 
war on land and in the water par 
ticipated in by a dozen husky young 
sters, who otherwise might have 
been found shooting craps in some 





alley or following other morally un- 
healthy pastimes. Then there is 
that delightful camp scene where 
the boys are learning to tie knots 
under the direction of the Scout 
Master and assisted by the Colum- 
bian Knot and Splice chart. Each 
boy has his chart and piece of rope, 
and from the interest reflected in 
the boyish faces, knot tying is a fas- 
cinating, as well as_ instructive 
study. 

If you are selling the various 
items of equipment to Boy Scouts 
don’t forget to feature rope. Put 
in a Gamp window with samples of 
various knots, loosely tied to reveal 
the methods employed. Show vari- 
ous lengths neatly coiled, with 
small cards calling attention to the 
length, size and price of each sam- 
ple so displayed. 

Add a little human interest by in- 
troducing a’ few pictures of local 
Boy Scouts throwing the lariat, 
tying knots or engaged in a friendly 
tug-of-war. You will not only build 
up rope sales, but you will tie to 
vour store a coterie of future cus- 
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The Columbian chart of knots and _ splices 
tomers for everything in the hard- 
ware line. 

A Rope Window for Oklahoma 

One of the leading hardware firms 
in Oklahoma has long recognized the 
boy angle of the rope business, and 
has persistently catered to it. One 
of their recent displays brings out 
prominently their appeal to the 
youthful purchaser of rope. In the 
background are shown the long silky 
fibers from which the finished prod- 
uct is made, while at the base are the 
large full coils of various sized rope. 
Common wood petals are then ar- 
ranged in the window, the higher 
fixtures at the rear, and on each ped- 
estal is shown some peculiar, useful 
knot or splice. Fairly large cards 
giving the names of the individual 
knots or splices are tacked to the 
pedestals. Other knots, including 
the famous “hangman’s knot,” are 
shown on the floor of the window, 
each with its proper card. At one 
end there is a panel sampled with 
various knots and splices of the 
more difficult kind, while the other 
end carries different sizes of pulleys 
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fitted with proper cordage. It is not 
difficult to imagine the effect of this 
unique display on the young citizens 
of Oklahoma. Neither is it at all 
difficult to realize the fact that rope 
sales were more than doubled while 
the window was on the job. 


Uses Numbered Displays to Stimulate 
Interest 


A somewhat similar display in 
the window of a prominent New Jer- 
sey hardware merchant employs 
other unique methods to gain inter- 
est and attention. In this display 
the natural curiosity of the boy is 
appealed to through the use of a 
chart and numbered exhibits. The 
various knots and splices are exhib- 
ited in finished samples, each one of 
which bears a number. A chart in 
the foreground tells the name of 
each knot opposite its proper num- 
ber. It was perfectly natural for the 
youthful rope enthusiast to trace the 
numbers back to the names and his 
interest usually culminated in a sale. 

There are profit possibilities in 
rope which have received too little 
attention from retailers. 
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A rope display that will 
enthuse any one who sees 
it is shown at the left. 
In the center is an illus- 
tration showing a scout 
camp and the rope-tieing 
lesson in progress. Be- 
low is a window showing 
the raw material and 
also various knots la- 
beled as to their style. 








The Time Is Here to Stock Your Toys 














Every Hardware Store in the Country Should Carry 
Playthings and Instructive Toys at This Season 


ANY hardware stores are go- 
ing into the toy business. 
We did a big business last 


year, but we expect to do five times 
the business this year. Of course 
December is the biggest toy month 
and we expect that by the first of 
1921 we shall have broken all our 
previous records for selling toys. 

Any hardware store that has the 
room and that goes into the toy 
business, makes no mistake. If your 
space is limited carry staple and 
practical toys. 

In November we shall clear away 
a big space in our basement, and be- 
gin showing our Christmas toys. 
We station a certain number of our 
salesmen at the different tables and 
make attractive displays. Each 
salesman is responsible for a cer- 
tain quantity of stock. 

All merchandise must be well dis- 
played and every item must be sam- 
pled and plainly price marked, as 
during the season before Christmas 
there is invariably a grand rush for 
the toy department. Personally I 
am inclined to believe that the 
hardware dealer should stick to the 
high grade and staple toys. We 
have found that more customers ex- 
pect to find the best in quality in 
the hardware store than anywhere 
People have told me_ that 


else. 


By EVERETT A. LAWRENCE 


when they want a good article they 
always seek a reputable hardware 
store. 


December Display Devoted to Toys 


During December we always have 
one of our windows entirely devoted 
to the display of toys. We have 
also always found it profitable to us 
to do a lot of newspaper advertis- 
ing. Newspaper ads with illustra- 
tions of toys help a great deal. Our 
toy department is in the basement, 
but we always keep a few staple 
items sampled on our main floor 
and whenever possible direct our 
customers’ attention to them, and if 
they are interested we suggest that 
they will find it worth while to visit 
our toy department. 


Year Round Toy Sales 


Some people think of toys only at 
Christmas time. But there is a 
great deal of business all through 
the year, especially in the spring. 
When vacation days begin and the 
boys and girls begin to get out for 
play their wants become known and 
for the younger children it usually 
runs toward toys of some kind. 

In the spring we do a big business 
in the following items. Coaster 
wagons, Carts, Roller Skates, Tri- 
cycles, Auto cars, Automobiles, 
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Scooters, Velocipedes, Kiddie Cars 
and small wheelbarrows. 

Small garden sets and various 
kinds of toys and pails and little 
shovels, sete., are always good sell- 
ers in the spring and summer. We 
always carry a full line of these dif- 
ferent items and feature them in 
the window in the spring. In the 
summer also many children go to 
the beaches and lakes and parks. 
They need shovels and pails and 
small wagons, and little boats and 
all kinds of little things that they 
can pull along behind them. 

As winter begins they want 
skates, skiis, sleds, snow shovels, 
etc., and a wise dealer will supply 
the wants of the coming generation. 
Then, again, as school begins they 
have many wants and we have often 
found that lots of the larger boys 
want tools and tool chests. 

A toy department to be complete 
must, of course, have many items. 
There is a demand for some sort of 
toy all the year round, and we can 
truthfully say that we have found 
our toy business one of the most at- 
tractive and one of the most profit- 
able in our business because we 
have kept it constantly before the 
public and kept it moving all the 
year round, which is, perhaps, the 
secret of success in any line. 
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“IF YOU OVERLOOK TOYS 
YOU MISS SOMETHING” 


OKLAHOMA CITY, OKLA., 
Aug. 9, 1920. 


Editor HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

Our entry into the toy business 
was really forced upon us about seven 
years ago by the numerous appeals 
we had for good toys at the holiday 
season, 

From a small investment and stock 
in one corner of another department, 
open only at Christmas time, our 
toy department now occupies its reg- 
ular place as an all-year stock. 

No cheap or trashy merchandise 
is carried. Only the better class, sold 
upon merit and not price. The sample 
system is used throughout, includ- 
ing dolls in glass cases, which insures 
fresh and sightly stock at all times. 

We create special display groups 
of toys appropriated for the different 
holidays, both on the floor and in the 
windows. We also make a special ap- 
peal to the mothers for gifts for 
birthday parties. Also, to the out-of- 
town parent for something to take 
home to the children. In season, we 
push the out-of-door goods, such as 
wheel goods, slides, roller coasters, 
see-saws, ete. And the children are 
always welcome. They know this, 
and are our best advertisement. 

By watching the different seasons 
with timely suggestions, as outlined 
above, our toy department, in seven 
years, has grown to be one of our 
most important as well as productive 
from a profit standpoint. A mer- 
chant who overlooks toys nowadays 
is missing something. 

Yours truly, 
W. J. PETTEE & Co., 


F. S. Lamb, 
Secretary. 


TOY LINE A GOOD PULLER 
FOR OTHER MERCHANDISE 


ROCHESTER, MINN., 
Aug. 9, 1920. 


Editor HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

Replying to your favor of recent 
date, requesting an expression of our 
experience in handling toys, would 
say that last year was our first at- 
tempt to hande this line, as before 
that time we were unable to do so, 
owing to the lack of room. 

We have noted a demand for sev- 
eral years for toys during other 
parts of the year besides the usual 
Xmas demand, but owing to lack of 
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room were unable to carry a stock to 
supply this demand and our experi- 
ence. this past spring and summer 
has convinced us that it is an all- 
around year proposition, with the 
heaviest sales, of course, during the 
holidays. 

In our store we have a booth de- 
voted entirely to the smaller toys 
which are on display continually, and 
which we find to be very successful 
and are noting an increased demand 
as our customers find out that toys 
can be secured at other times than 
during the holidays. 

As the ordinary hardware store 
carries a line of wheel goods, such as 
velocipedes, carts, kiddy-cars, toy 
automobiles, etc., it is but a step 
farther to go into the smaller lines 
and carry a complete stock of a very 
profitable line. 

We believe it is a mistake for any 
live dealer if he does not carry a 
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good representative stock of these 
goods, keeping at all times a repre- 
sentative display and during the holi- 
days make a special effort at adver- 
tising and displaying these goods, 
using tables as far as possible, as 
we firmly believe that customers for 
toys are also customers for other 
items in the hardware line, and it 
has been our experience that by 
keeping a good display of nickel- 
plated ware, electrical goods, silver- 
ware, etc., at places in our store by 
which it is necessary for a customer 
to pass to reach our toy department 
that we sell a great number of addi- 
tional items and surely believe that a 
toy line is a good puller for other 
business, particularly during the 
holiday season. 
Yours truly, 
HANSON HARDWARE Co., 


(Signed) C. W. Oesterreich. 
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Keeping House Without 
the Aid of Servants 


Electricity Will Take the Place of Maids 
and Cooks—Work Better and Save Money 








By MRS. CHRISTINE FREDERICK 
Household Efficiency Expert, Author “Household Engineering,” etc. 


és HAT,’ I asked the im- 

W portant real estate au- 

thority opposite me 

whom I was interviewing, “do you 

consider the most noticeable ten- 
dency in modern building?” 

“Oh, smaller houses, by all 
means,” he replied. ‘And those 
houses more compact and built with 
regard to the way actual housework 
is done. No ‘maids’ rooms’ are be- 
ing put into but a very small per 
cent of the houses being built to- 
day. Electricity, you know, is tak- 
ing the place of the resident ser- 
vant—workers are coming by the 
day or hour; and we have more and 
more requests to install electrical 
outlets and even equipment, at the 
time of building. Yes, indeed, the 
‘servantless house’ is almost a 
reality.” 

And the noted authority con- 
tinued for an hour longer to talk on 
the increased use of electricity in 
modern building construction, the 
keener interest and demand in small 
electrical wares on the part of the 
prospective home-builder, and the 
wide acceptance of electrical goods 
and equipment to replace the dis- 
appearing servant. 

Does the mistress witsh to get up 
at 6 a. m. to start a fire so that the 


family may have toast, coffee, flap- 
jacks or eggs in any one of the 57 
varieties listed in the best cook 
books? And further, does she wish 
to stand in the kitchen, or make 
trips to and from the kitchen while 
the other members of the family are 
being served? No, indeed! The 
mistress who becomes her own chef 
uses intelligence—electric utilities 
to enable her to cook; serve and eat, 
all at the same time! She buys a 
toaster, a percolator, a table-stove 
and other combination cooking de- 
vices, and is, without exaggeration, 
enabled to leave the starting of 
breakfast until within one-half 
hour of the time set for its serving. 

It would be interesting to com- 
pare the same identical dishes or 
menu as prepared by the old-fash- 
ioned worker and stove versus the 
modern mistress and her electric 
cooking units—I will wager a 5-lb. 
box of candy that there will be a 
gain of at least 45 minutes in time, 
not to mention convenience and 
added charm, by the use of the elec- 
tric table devices! 

Men Cook Their Own Meals, Too 

But getting breakfast is not the 
only time when the electrical util- 
ity comes into its own. There are 
hundreds of workers, teachers, 
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office women and men workers also, 
who “cook their own,” whether it 
be breakfast, supper or other meal. 
I am constantly being surprised at 
the number of men who like to cook 
and cook well—and who enjoy 
“showing off” to admiring maidens 
and matrons. Only recently I had 
a most delicious meal entirely 
cooked by a young bachelor who 
finds the preparing of breakfast and 
an occasional supper an easy task— 
and who planked his steak and made 
his superb coffee on a well known 
trade-marked set of electrical units. 

Take the point as carried into 
apartment living as in the large 
cities: The fire laws prohibit the 
use of gas and coal unless the exact 
fittings and flues are in evidence. 
But the electric cooking device need 
meet no laws—it is safe, it is clean, 
it gives no odor—and it will trans- 
form even a 2-ft. shelf into a com- 
plete “kitchenette” with safety and 
economy to the apartment dweller. 
This was the point that my real 
estate friend dilated on—namely, 
that it is getting to be “the thing” 
in high class apartments and in the 
kitchens of the modern dwelling to 
provide special wall outlets for 
electrical connections, instead of 
necessitating the use of the high 
and inconvenient light socket. 

Think of the Kiddies 

Before leaving the point of elec- 
trical cooking units, let mé suggest 
a use which should appeal to moth- 
ers and teachers alike, and that is 
the heating of food for children in 
cold weather. For example, here is 
Tommy come home from school hun- 
gry and cold. To hurry up the reg- 
ular coal fire would be time-taking 
and wasteful. But in a moment a 
cup of cocoa, bowl of soup or 
malted milk can be heated-in either 
the convenient pan of the disk stove 
or with the immersion heater. And 
for teachers or office workers who 
must bring their own lunch, to have 
an electric utility at school would 
mean all the difference between a 
lunch that would warm and vitalize 
and one that is cold and half-ap- 
pealing. There is also a movement 
on foot—backed by the various 
Thrift and similar groups, to ‘‘carry 
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Plenty of light will always set off your goods to bette) 


your lunchbox” this coming winter. 
The whole idea started when a noted 
and wealthy man came out and said 
that he had carried his lunch from 
home for 17 years, and with the 
money thus saved he had been en- 
abled to purchase an investment 
which gave him his future fortune. 
When we consider the prices asked 
for the simplest foods at eating 
places, the idea of “carrying your 
own”’—and heating it on an electric 
utility in office or schoolroom, 
should appeal to a wide public. 

I have mentioned these new ten- 
dencies in the use of electrie cook- 
ing devices so that the hardware 
dealer featuring such goods may see 
in them some new idea or slogan or 
advertisement for their sale. 

In the window could be grouped 
percolators, immersion heaters, dish 
and table stoves of all kinds, par- 
ticularly the grills and combination 
table stoves with several inter- 
changes of pans, toaster, etc. The 
idea of the saving in cost by oper- 
ating such a small device for a few 
minutes over the regular fire, the 
economy of a home-packed lunch or 
food taken and heated in office or 
school—the added convenience in 
avoiding going out to lunch in bad 
weather, etc., etc—are all view- 
points which the progressive dealer 
will use to further the sale of all 
his electrical cooking devices. 


Featuring the Idea, Not Merely the 
Devices 


In my opinion I consider it much 
Stronger to feature an idea than 
only the devices themselves. What 
I mean is, that instead of placing 
dozens of units of the same article, 
as percolators, toasters, chafing 
dish, etc., in the same window at 
one time, I would try and work out 
Some single idea in the window, 


advantage 


even if fewer articles were shown. 
That is what I meant in using the 
idea of “comfort,” or “warmth” or 
safety,” etc., as the basis of the 
window display. To be concrete, 
here is a dealer who, along towards 
the holiday time, wishes to increase 
the sale of all his cooking units, his 
heating devices and other small 
electrical wares. One way he can 
do it is to artistically group and 
place numbers of such articles, 
having a holiday or other striking 
background. 

But I suggest that he follow an- 
other way and take some such idea 
as “Sunday supper” and develop 
the use of his wares on this cen- 
tral idea. “Sunday supper,” for 
instance, suggests that the mistress 
or daughter prepares that meal her- 
self, it is cosy, intimate, full of hos- 
pitality. How convey these stimu- 
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lating ideas and also sell more 
utilities? Very easy! Arrange a 
wheel-tray or table having several 
shelves. Use striking or dainty 
china, and even set the courses for 
the meal. The electric chafing dish 
and the toaster or the dise stove 
and percolator are on the top shelf; 
then come possibly a plate warmer, 
or an electric ovenette. A portable 
electric heater will convey the 
thoughts of cosy warmth—even a 
foot warmer, or electric radiator 
may be part of the idea—any util- 
ity which suggests comfortable, 
cheery hospitality. Won’t many per- 
sons, especially women, be caught 
by the idea of such a delightful 
“Sunday supper” and its possibili- 
ties with electric utilities? 

Other ideas are the use of utili- 
ties with sickness—immersion 
heater, warming pad, grill, etc., 
etc.; or the “safety” idea may be 
worked out by the idea of children 
learning to cook on electrical de- 
vices or a bathroom corner, 
equipped with the most efficient 
lighting effetts, immersion heater, 
warming cup, heating pad, etc., as 
well as the most attractive of bath- 
room accessories carried by the 
dealer—any number of excellent 
displays may be worked up just on 
one central idea. 

Safety and Convenience in Heater 

The fall and early winter season 
offers a wide distribution for the 
portable or radiant electric heater 
of temporary use. There are many 
days which have cool mornings and 
evenings, but when it is unneces- 
sary to stoke up the main heating 
apparatus. Then is the time that a 




















The use of white fluffy ground cloth adds to your electrical goods window 
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small and portable heater is most 
comforting and needed. And no 
other kind is so safe, so easy to 
operate and so instantaneous as the 
various makes of reflector heaters 
either on legs or with handles. To 
the mother with small children their 
appeal is most strong. 

Everything which makes for in- 
creased comfort and particularly 
safety, is something which the 
homemaker and mother especially, 
will wish to purchase. Indeed, as I 
look back, I recall almost no featur- 
ing of electric devices which em- 
phasized the safety idea. And yet, 
as a user of both other fuels and 
electricity, it seems to me that the 
safety idea is the one which makes 
the strongest appeal to the house- 
holder and the one that could be 
“nlayed up” more by the distribu- 
tors of electrical small wares. 

Selling Comfort 

Another big idea of all électric 
small goods is just sheer comfort! 
They say men care for their own 
comfort more than women, but I 
don’t know! 3ut a good window 
could be based on a play-up to this 
human want of comfort, and very 
applicable at this time of year. 

Every electrical utility which 


takes the place of some kind of 


manual labor can be classed as one 
which brings the “servantless 
house” nearer a reality. In addi- 
tion to cooking and heating ele- 
ments, we have the varied types of 
vacuum cleaners, washing and iron- 
ing machines and irons, motors for 
sewing machines, and “power 
stands” and utility motors gener- 
ally—and we hope in the near fu- 
ture, a power-operated dishwasher 
which is a true success from every 
point of view. As I said before, 
builders are realizing the need of 
installing special wall and service 
switches for such utilities instead 
of allowing them to be operated on 
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the clumsy overhead light socket. 
I know one kitchen which has two 
sets of wall switches with three 
plugs, and a laundry with two. I 
know rooms where the connection 
for the vacuum cleaner is concealed 
under the permanent fireplace seat, 
where special arrangements are 
made for percolator and toaster 
connection in the living room, etc., 
etc.—all small facts, but which in- 
dicate the increasing demand for a 
wide use of electric utilities of the 
best kind. 
The 
Light, heat, food, water—possi- 
bly these four are the fundamental 
“first principles” of efficient house- 
keeping. And all of them are not 
developed to any degree until elec- 
trically controlled. In the old days 
it took human labor to fill lamps, 
make fires, cook food and warm 
water—and to bring these things 
to us as we needed them. To-day 
we try as much as possible to re- 
place the human service by the aid 
of power-operated or heated utili- 
ties. The “servantless house” does 
not become a reality if we have oil 
lamps to trim and fill, nor ashes to 
remove, nor fires to make, but if, at 
the touch of a button, we can create 
light, heat, power, then we become 
free from the serfdom of service. 
This forceful trend toward self- 
service, toward the elimination of 
personal human effort, is the key- 
note of all electrical utilities and 
their sale. If you wish to sell a 
vacuum cleaner, or a washing ma- 
chine, or a table, stove or a warm- 
ing pad, you can do it by showing 
how these articles remove the need 
of paid service. You can, in pla- 
cards showing comparative cost, 
prove the economy of a washer over 
a laundress, of a vacuum cleaner 
over a broom used by a maid, of a 
table stove over the sum paid for 
meals outside the home. I tell you, 


Four Fundamentals 


October 14, 19:20 


gentlemen, women are willing tc 
pay anything which will get rid of 
the difficult human factor in their 
households. Just as men install 
adding machines, so they won't 
need so many clerks, or invent a 
new machine to replace the work of 
a dozen men, so the women of the 
household are seeking, searching 
for the means to be rid of the hu- 
man servant with all her faults, in- 
efficiency and waste. 


Cutlery Co. Is Honored 


T HE Valley Forge Cutlery Co., 22-46 
South Sixth Street, Newark, N. J.. 
was recently awarded a certificate 
merit by the War Department for spe- 
cial services rendered the Government 
during the war. This concern manu- 
factured 65,500 special operating knives 
for the medical department of the 
United States Army during 1918. The 
citation of the Valley Forge Cutlery 
Co. by the Surgeon General of the army 
is as follows: 

“For especially meritorious service in 
adapting and devoting their plant, 
equipment and personnel to the manu- 
facture of surgical knives for the use 
of the United States Government dur- 
ing a period of acute emergency.” 

The certificate was granted and is- 
sued by Assistant Secretary of War 
Benedict Crowell. Twenty-one concerns 
received similar certificates at the April 
14 meeting of the Newark Board of 
Trade. The Valley Forge Cutlery Co. 
was among several which presented 
claims for certificates subsequent to the 
meeting and the Board of Trade sub- 
mitted them to the War Department 
for action. 

Building and repair work in Pitts- 
burgh declined sharply in September 
as compared with August, according to 
figures just made public. Last month 
307 permits were issued fgr the work 
to cost $863,731, as compared with 366 
permits involving an expenditure of 
$2,018,374 in August. New buildings 
authorized last month numbered 208 to 
cost $582,745, as compared with 214 to 
cost $1,540,980 in August. 














Electrical roasters, grills, friers and percolators will sell readily at this season 
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Making the Most 


The Windows Can Be Made 


of Local 


to Attract If Interest Can 


Events 


Be Aroused by Current News Shown in Hardware Stock 


QV WVAVE you ever stopped to con- 
H sider the fact that while 
nearly every show window 
in which goods are attractively dis- 
played is a good thing for the 
store’s business, that some win- 
dow displays act a lot more 
efficiently than do others? 

And have you ever stopped to 
consider the fact that it is quite 
often a matter of greater cleverness 
or greater timeliness which makes 
some displays better than others? 

Let us consider this matter care- 
fully and practically, for in it is 
contained a number of sound mer- 
chandising pointers which can be 
made to help stores boost their 
sales quite appreciably. 

While every attractive hardware 
window display is a good thing for 
the store and undoubtedly helps the 
store sell more goods, the fact re- 
mains that in the very nature of 
things the displays of the majority 
of hardware stores in any one city 
will be quite apt to look very much 
alike. And it is also a fact that 
because of this sameness many 
people will pass the windows with- 
out stopping to look at them, where 
if each display was different and 
distinctively timely and clever a 
great number of these people would 
stop and look and feel an urge to 
enter the store and make purchases 
of the goods advertised. 


By FRANK H. WILLIAMS 


It is inevitable that a certain 
number of people will each day 
pass even the most extremely clever 
and timely and appealing of dis- 
plays without stopping to look at 
them. But it is also inevitable that 
the more clever and timely and ap- 
pealing and attractive a display is, 
the bigger the percentage of the 
passers-by who stop and look will 
be. 

The Duties of Show Windows 

And it should be remembered 
that show windows must first stop 
people and hold their attention be- 
fore the show windows can make 
the people want to buy the goods 
on display. So it is evident that 
the bigger the percentage is of peo- 
ple that the window makes stop and 
look, the more business it has the 
chance of directing into the store. 

Now suppose that a store is mak- 
ing a drive on aluminum ware. Of 
course, in making such a drive the 
store would make an attractive 
window display of the goods. But 
because aluminum ware has been 
on sale in that city for a long time 
and because there have been nu- 
merous displays of the goods, it is 
rather difficult for the store to cre- 
ate a display which has any excep- 
tional punch. Rather difficult, that 
is, unless the store tackles its prob- 
lem in some new, clever and timely 
way such as was adopted by the 
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Charles Beshore & Co.’s store in 
Marion, Ind., recently. 

Recently the 200-mile dirt track 
motorcycle championship races of 
America were held in Marion and 
the Beshore store was quick to 
realize the possibilities there lay in 
this event for the framing of a win- 
dow display based on the 
which by reason of its timeliness 
and cleverness and local twist 
would not alone attract a great 
amount of attention, but which 
would also make people talk about 
the display, about the aluminum 
ware which would be advertised in 
the display and about the store it- 
self. All of which word-of-mouth 
advertising would be mighty valu- 
able and inexpensive advertising 
for the store and all of which would 
tend to add to the store’s prestige 
and help it sell goods. 


races 


The Timely Window 


So a novel and particularly in 
teresting display was framed with 
the motorcycle races aS the theme 
of the display. 

A painted background represent 
ing a countryside scene was placed 
in the rear of the store’s principal 
show window. Directly in front of 
this was placed a section of wooden 
fence. In front of the fence was 
placed some sand representing a 


(Continued page O07) 












Selling Interior Paints and Varnish 


The Women Want to Fix Up the Home at This Season 
and It Is Up to the Hardware Man to Sell the “Fixin’s” 


YEN HE open doors and windows 
| of summer with their flood of 
golden sunshine and grateful 
breezes gloss over many a soiled 
and dingy spot, but with the first 
closing of those open doors and win- 
dows and the commencement of in- 
door life every worn place, every 
bare patch shows up with merciless 
prominence and the housewife looks 
at everything with an eye to its 
possibilities of rejuvenation. 
“Floor” may mean almost any- 
thing from rough bare boards to the 
best comb grained without a crack. 
In these days it may also mean lin- 
oleum or oil cloth. It doesn’t mat- 
ter, however, for whatever it means 
it is more than probably in need of 
attention after the summer. A 
clean, well-cared-for floor does 
more than almost anything else to 
make a room cheerful. It isn’t 
much use “fixin’ up” unless you be- 
gin with the floor. 


Paint or Varnish and the Right Brush 


There are first rate selling points 
in the fixing of any kind of floor. 
Suppose it is the old-time bare 
board kind, then there is every rea- 
son for saving time and labor by 
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painting it; if it is the new bare 
board kind there is still more rea- 
son for preserving and bringing out 
the grain. It is almost impossible 
to keep bare boards clean, while a 
moist mop will remove grease and 
other stains easily if it has been 
properly painted. 

The wise dealer will also talk the 
right brush as an invaluable aid in 
applying the paint, and more than 
likely will also sell the mop and its 
up-to-date wringing appliance. 

It would surprise quite a few 
housewives to learn the very great 
improvement that a coat of the right 
varnish will make in the appearance 
of linoleum, to say nothing of the 
saving in wear. Linoleum costs 

oney. It pays to give it a coat of 
varnish in the fall. 

Design, finish, color and acces- 
sories in furniture have all taken a 
very decided forward movement in 
the past few years. The public has 


also awakened to the fact that good 
taste in furnishing is not so much 
a matter of money as of ingenuity, 
and there is a most excellent op- 
portunity for the hardware dealer 
to sell black, white, or colored en- 
amel paints with the foundation of 




















fiat color; to supplement it with the 
right brushes, with sand paper for 
the preparation of the surface, with 
shellac or some foundation medium, 
and then for the knobs or handles to 
make the new effect complete. Cas- 
tors, too, are almost always in line. 
Fixin’ up furniture may mean a 
good many things if the customer is 
told about them. 


Every Woman Will Want to Try 


There is an irresistible fascina- 
tion to the feminine mind in the 
work of making old things new. It 
tickles the sense of economy which 
every woman thinks she ought to 
have, makes her feel that she is 
she make 


very thrifty, if can 

anything old and_ shabby look 
new and_ bright. Few women 
could resist a display of small 


household articles in iron, tin or 
any other metal with half of 
them renewed into the silvery pur- 
ity of aluminum enamel. Indeed it 
is hardly necessary to specify the 
female sex, for the fascination of 
watching the pretty finish grow un- 
der the brush has caught many a 
man, too. 

Aluminum enamel needs the right 


SALES 

BY CON- 
VINCING 
PEOPLE 
Ol’ THE 
ADVISA- 
BILITY OF 
PAINTING 
IN THE 
FALL 

AS WELL 
AS IN 
THE 
SPRING 



























PpPeer «arc 














October 14, 1920 


HARDWARE AGE 











brush and it also needs sand paper 
and something to cleanse and pre- 
pare the surface. 


” 


“Save the Surface and You Save All 

Is just as applicable to the 
feminine fixings of the house for 
ornamental purposes as it is on the 
barn roof. Try the effect of a cam- 
paign directed toward the house- 
wife. Show her the wherewithal to 
make worn and shabby furnishings 
look bright and new. To make the 
furniture she is tired of look so dif- 
ferent that she will think she has 
bought a new suite in her sleep. 
Sell her the paint and varnish, the 





By enameling half the 


brushes and other tools to work 
with, now that her mind is set on 
fixin’ up for winter. 

There is always a good field for 
wall paints of all kinds and people 
in all walks of life are beginning to 
see that paint in many cases is far 
superior to wall paper. It is cer- 
tainly more sanitary and has the 
one great advantage that it can be 
washed by the common application 
of soap and water. This would spell 
ruin for wall paper but with good 
“flats” that are water proof it 
means a renewal and that is all 
there is to it. 

Another great possibility is the 
white enamels and paints that can 
be sold for repainting chairs and 
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No woman likes to scrub floor 
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white iron beds. Beds of this kind 
need to be repainted about once 
every year and the fall is an ex- 
cellent time to do them over. In 
the spring the average housewife is 
too busy to pay much attention to 
painting, her time being well taken 
up in cleaning. But in the fall 
when her work is lightest her 
thoughts naturally turn toward 
beautifying the home as much as 
possible. 


In Selling Women Paint 


Salesmen should always be care- 
ful in selling paints and varnishes 


NOLEUM VARNISH 





that tells a vivid story 


to women. It must be admitted that 
they are not as experienced in this 
line of endeavor as most of the men 
who purchase paints and for that 
reason will need much more serv- 
ice. The salesman must remember 


that a brush should always go 
with a can of paint, varnish, or 
enamel. Women often forget this 


when they are making the first pur- 
chase and a little reminder, well 
given, will be appreciated by them. 
However, go one step further and 
how to 


give them instructions on 


keep the brush clean. 
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The Importance of Forms in Your Store 


What the Big Kalamazoo, Mich., Store Has Learned 
Through the 


LL the _ difference between 
“guess so” and “I know’ is 


in the business which has 
system and the one which does not 
have system. The one merchant 
gropes in the dark. The other has 
a bright and shining beacon light 
to guide him on his way. More and 
more stores are coming to use 
printed forms because they prove 
signposts pointing the way to big- 
yer and better results. 

In the Edwards & Chamberlin 
Hardware Co. store, Kalamazoo, 
Mich., more than 100 printed forms 
are used in the wholesale and re- 
tail departments. Many of these 
are used in the retail division. J. 
Charles Ross, the secretary and 
general manager, is a warm be- 
liever in forms. He contends that 
no business of magnitude can be 
run successfully without them. He 
can open a drawer in his desk and 
tell you how many sales were made 
and how much money any road man 
house salesman turned in for 
last week or the week before, or 
last month or a year ago. He keeps 
his fingers on the pulse of that big 
business by means of the forms in 
use. He can make decisions intel- 
ligently because he knows what the 
facts are entering into any trans- 
action. 

Guessing so is at best unsatisfac- 
tory and sometimes it is openly 
dangerous. It is an easy matter to 
-form wrong opinions and to jump 
to false conclusions, but if the busi- 
ness is charted and past facts and 
records are reduced to cold black 
and white one always has facts 
rather than fancies to act upon. 


or 


The Expense Is Slight 


The use of a reasonable number 
of essential forms in any business 
is certainly not open to the objec- 
tion of excessive expense. Print- 
ing may be high but a few dollars 
will buy a long lasting quantity of 
any form and at an expenditure of 
a very low amount any dealer can 
have all the forms it is possible to 
use. Filling them in is a short task 
for which sales folks and office peo- 
ple can always find the time. 

“Don’t Say It, Write It,” is a 
slogan which The Edwards & 
Chamberlin Hardware Co. has 
adopted and it has worked out won- 


Use of Writing All Communications 














J. Charles Ross of the Edwards & 
Chamberlin Co. 


derfully well. There is no passing 
the buck by a person who says, 
“Why, I told you about that,” or 
“Didn’t I mention that matter?” 
He is supposed to use a form to 
cover matters between two different 
departments and unless he can 
show a copy of the form there is 
little use for his trying to say that 
he spoke about it. In fact, he has 
no business to speak about it; there 
is a form to cover the situation and 
when he has not used it he has 
fallen down. 
How to Use the Forms 

Only a few of the important 
printed forms can be shown here, 
but they will give an idea of their 
possible use in a hardware store. 
There are many others which are 
equally as necessary in keeping the 
business house in a_ systematic 
manner. 

No. 1 shows the weekly sales in 
the store. After each salesman’s 
name is the number of sales he 
made on Monday and the total 
amount of these sales in dollars and 
cents, a similar record is made for 
Tuesday and so on throughout the 
week. The total sales and the total 
value of sales for the week is also 
given. Before each salesman’s 
name is his rank as compared with 
the other sales folks—that is, he 


84 


may be first in number of sales and 
second in total volume of sales. At 
the top of the sheet a notation is 
made to compare the business with 
the corresponding week a year ago. 
The gain or loss is indicated by the 
plus or minus sign. This gives the 
retail and general manager a check 
on which they can base the mer- 
chandising policy, it tells what each 
salesman is doing in gross sales 
and indicates the number of per- 
sons each one waited upon. 

No 2 is a card which is handed 
to each salesman showing him the 
number of sales made during the 
week and the value of them, also a 
comparison with the record of a 
year ago and a statement of his 
rank as compared with the other 
sales folks. This card is for the 
travelers but a very similar card is 
used for the retail sales folks. 

The “Stock Report” is one of the 
important forms. As shown here 
it permits a sales person to advise 
the buying department on items 
that are low. That saves being out 
and having business walk out of 
the door. After it has been O. K.’d 
by the retail manager the buyer can 
have the stock taken and place his 
order. The same blank is used to 
report items that are out, but it is 
urged upon everyone to use the 
blank to indicate low stocks so that 
they can be replaced before the 
item is wholly exhausted. 


The Store Bulletin 


Use is made of the form headed 
“Bulletin” to advise the store force 
of meetings, changes in prices, new 
rules and all other matters of in- 
terest. The numbers at the top are 
the numbers of the employees and 
as each person reads the bulletin 
he is supposed to check off his num- 
ber to indicate that he has read and 
understands the subject matter. 
Obviously it is impossible to see 
each person in a large store and 
explain to each one some new rule 
or other matter. The bulletin is the 
quick, certain and definite way to 
convey the message. 

“Suggestions and Recommenda- 
tions” is probably as important as 
any form used in the E. & C. store. 
All sorts of matters are covered in 
an intelligent way by the use of 
this form. It permits one ‘depart- 
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Show Card Writing for the Beginner 


ru HIS week we have the second 
| ‘instalment of the Egyptian 

alphabet executed by the sin- 
gle stroke method. The queer-look- 
ing hieroglyphics at the bottom of 
the plate are not intended for 
Greek or Chinese letters, but are all 
of the most important single strokes 
used in forming these Egyptian 
letters. 

The beginner should practice 
these strokes many times over in 
the order they are shown here be- 
fore attempting to copy any of the 
letters above. About the hardest 
thing to do in learning show card 
writing is to make ovals, circles 
and perfectly straight up and down 
lines, the whole thing in a nut 
shell is to make the brush do just 
what you want it to do, and this 
can only be brought about by prac- 
tice. In other words, if letters are 
formed in sections or strokes, why 
not practice the strokes. 

The only proper way to practice 
these single strokes is with a flat- 
pointed brush, or one which has 
been trained to work flat. This may 
be done by working the brush back- 
ward and forward on a piece of 
paper each time after it has been 
dipped in the show card ink.  A\l- 
ways place the brush away to dry 
after using with the hairs pressed 
out in a flat chisel edge position. A 
set of show card brushes will last 
many years if a little thought is 
given to their care. Do not, if you 
can help it, lend your brushes to 
anyone, unless it is to some one 
who understands how to handle 
them. 
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By JOSEPH BERTRAM JOWITT 


Some beginners in their first at- 
tempt at lettering make the mistake 
of using only the tip of the brush, 
which they dip very lightly in the 
ink, and then proceed to work by 
holding the brush in the middle of 
the handle. This, of course, is 
wrong, and no matter how much 
time spent this way in practicing 
it would be impossible to make any 
real headway. It seems almost in- 
credible that success in show card 
writing depends to such a large ex- 
tent in the position the brush is 
held. 


The Proper Way to Hold the Brush 


The hairs in the lettering brush 
are made purposely long and full in 
order to retain plenty of ink with 
which to make long straight or 
sweeping strokes. The thumb, first 
and second fingers should be far 
enough down on the handle of 
brush to touch the nickel ferrule. 
In this position the beginner will 
be able to control the brush in mak- 
ing all straight up and downstrokes, 
circle or semi-circle strokes. 

Special attention is called to the 
“breaks” shown in the capital let- 
ters “K to R,” the brush was re- 
moved from the surface before each 
letter was completed in order to 
demonstrate to the beginner, in 
what direction the strokes should 
go, where they start and where they 
join, and the number of single 
strokes required to form each let- 
ter. The arrows point in what di- 
rection the strokes should go. The 
order in which the strokes are 
taken in the formation of each one 
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of these letters are from left to 
right. Be sure to use the full length 
of the hair of brush in making each 
stroke, having the brush well’ 
charged with color or ink at each 
dipping. Never attempt to do let- 
tering without lines the heighth 
you wish the letters to be, this ap- 
plies to practice work as well as 
the laying out of a show card. 

Most expert show card writers 
work without resting the hand, 
using a free arm motion, this can 
only be acquired after much prac- 
tice and should not be attempted 
until the beginner has complete con- 
trol of the brush. 

The beginner will obtain the best 
results by resting the first joint of 
the little finger on the card or the 
surface he is lettering, this will act 
as a spring and steady the hand 
and allow full use of the three 
fingers and the thumb. Another 
way is to rest the wrist of the right 
hand over the fist of the left hand, 
or some prefer a block of wood 
about 2 in. thick. 


Never Be Discouraged 


Do not be discouraged if your 
work lacks that “professional ef- 
fect” you will surely get there if 
you will persistently practice. The 
show cards in this article are not 
as perfect as they appear, reduc- 
ing a card 14 x 22 in. to a little cut 
2 x 3% in. makes the lettering ap- 
pear much more perfect. 

The beginner should not com- 
pare his work to the finished letter- 
ing seen on high grade lithographs 
and magazine advertisements, the 
lithographer in many cases who de- 
signs this class of lettering may 
spend a whole day or more making 
the original copy from which hun- 
dreds of. copies are printed. 

The proper spacing between let- 
ters and words is the next impor- 
tant thing to be considered. Al- 
most any kind of lettering properly 
spaced will present a better ap- 
pearance than perfectly formed let- 
ters inaccurately spaced. Notice 
the symmetrical layout and accu- 
rately spaced lettering on _ the 
“Penn Razor’ card, which is 
a half sheet 14x22 in. First 
of all, there is a liberal margin 
of 2 in. all around the card, 
then there is a line drawn 
through the center of card which 
helps to divide words equally. Of 
course these lines, which are 
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Non-Slip Claw 
Non-ChipFace 
Wax Hole. 


This card is not right; it is u 
but not spaced prope 


drawn in lead pencil, may be erased 
with art gum after lettering is 
done. For an example of poor spac- 
ing, take the card featuring 
“Vaughan Nail Hammers,” this is 
also one-half sheet 14 x 22 in., al- 
though it does not appear so, the 
letters are correct in proportion, 
but the bad layout and incorrect 
spacing between words and letters 
is what “queers” the appéarance or 
this show card. Had this card been 
centered like the Penn Razor card 
and the lettering properly lined up 
and spaced it could have been made 
quite attractive. 


On the other hand notice the card 
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witfmake your daily save 
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Showing how to balance a card 


HARDWARE AGE 


featuring “Victor Giant Game 
Traps.” These letters are of the 
same Egyptian type, but are not as 
well formed as the lettering on the 
Vaughan card, but are properly 
spaced and centered which makes 
this card the better looking of the 
two. 
° Show Card Writers’ Salaries 
The hardware salesman or win- 
dow trimmer who would like to 
know just how the salaries range 
for show card writers might be in- 
terested to learn that the average 
one receives about $40 per week, 
while those in the expert class re- 
ceive from $5000 to $8000 yearly, 
and very few of them while learn- 
ing this important business aid ever 
had such an opportunity this 
which is offered to every reader of 


as 


ON OCTOBER 28 


THE JOBBERS’ NUM- 
BER OF HARDWARE AGE 
WILL BE ISSUED. NEVER 
BEFORE IN THE HIS- 
TORY OF HARDWARE 
HAS THERE BEEN A 
MORE IMPORTANT CON- 
VENTION AS THE ONE 
ABOUT TO BE HELD AT 
ATLANTIC CITY. EVERY 
ITEM WILL BE FAITH- 
FULLY REPORTED IN 
THIS BIG ISSUE AND IN 
ADDITION A SCORE OF 
SPECIAL FEATURES, 
EACH ONE IN ITSELF A 
LEADING STORY. 


YOU CAN'T AFFORD TO 
MISS IT 


HARDWARE AGE. So get that outfit 
to-day and if you strike any snags 
tell your troubles to the writer, 
your letter will be answered prompt- 
ly, you do not even need to inclose 
a self-addressed envelope. 

The show window is one of the 
most valuable assets to the retailer, 
it is the very ey the hardware 
store. Price tickets and show cards 
act as silent salesmen and no win- 
dow display is complete without 
them. 
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The New Eng 
ware Association 
fall outing at the Tedesco 
Club, Swampscott, Tuesday, 
Dinner will be served at 6 p. m. 


NOTES 
land Iron and 


will hold its 


Hard- 
annual 
Country 
Sept. 21. 
Dur- 


VICTOR 
NO ] 
Giant 


The Favorite 
Game Trap 


for all purposes. 
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afternoon there will be a golf 


ing the 
tournament. 

The Eastl 
has been inc: 
Joseph Burkett 
Texas. The capitalization is 
Implements as well as hardware 
be handled. 

M. L. Jordan, a well-known paint 
merchant and hardware dealer in Pen- 
dleton, Indiana, and Dana, Indiana, is 
dead. He passed out of life in Pasa- 
dena, California. Burial was at Pasa- 
dena. A son and daughter survive. 

V. H. Furry has purchased the inter- 
est of his partner in the 
Furry & Chandler at Greenfield, Ind. 

The implement and hardware busi- 
ness conducted by Jackson & Edwards 
at Lawrenceburg, Ind., has been taken 
over by P. E. Jacks 


and Har 
»yrporated DY J. 


others at 


lware Company 
Williamson, 
Eastland, 
$120,000. 


will 


and 


ern of 


conc 


ed 


without a 
wrinkle 


LAUN-DRY-ETTE 


The Electric 
Washing Machine 


The proper way 





Coming Hardware Conventions 


NATIONAL PAINT, OIL AND VARNISH 
ASSOCIATION CONVENTION, St. Louis, 
Mo., Oct. 18, 19, 20, 21, 1920. Head- 
quarters, Hotel Statler. J. Vincent 
Reardon, secretary, 2200 N. Second 
Street, St. Louis. ‘ 

NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1920. Hotel headquar- 
ters, Marlborough-Blenheim. T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 20, 21, 22, 1920. Hotel 
headquarters, Marlborough-Blenheim. 
IF. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York City. 

AUTOMOBILE ACCESSORIES BRANCH OF 
rHE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley,  secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

TEXAS HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 

Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, WDHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 

Missouri RETAIL 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


HARDWARE ASSO- 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, -secretary-treasurer, Oklahoma 
City. 

NorTH DAKOTA 


IMPLE- 


RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL 
PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, S:.n Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul Aud= 
torium, St. Paul, Feb. 15, 16, 17, 18, 
1921. H. O. Roberts, secretary, Metro- 
politan Life Building, Minneapolis. 

OHIO RETAIL HARDWARE’  ASSOCIA- 
TION CONVENTION AND EXHIBITION, Co- 
lumbus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIA- 
TION AND EXHIBITION, Des Moines, Feb. 
22, 23, 24, 25, 1921. A. R. Sales, secre- 
tary-treasurer, Mason City. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 28, 24, 26, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life 
Building, Minneapolis, Minn. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 


HARDWARE & Im- 





Meet 





HAQUSECAAEOAAOCOAA ETNA PENNE ENS THT 


25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse, 
i io 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel, 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee, Convention and Exhibition, At- 
lanta, Ga., May 17, 18, 19, 20, 1921. 
Walter Harlan, secretary, 701 Grand 
Theater Building, Atlanta, Ga. 


Watt Is Named Councillor 


Mr. W. W. Watt, Charlotte, N. C., 
has been named national councillor of 
the Hardware Association of the Caro- 
linas, to represent it in the Chamber of 
Commerce of the United States. 

The National Council of the Chamber 
of Commerce of the United States con- 
sists of one representative each from 
the more than thirteen hundred com- 
mercial and industrial organizations 
making up the National Chamber’s 
membership. It serves as an advisory 
body to the National Chamber’s board 
of directors. The council holds a spe- 
cial meeting preceeding the annual con- 
vention of the National Chamber to 
pass on the program and to select a 
nominating committee. The council- 
lors also act as chairmen of the dele- 
gations representing their organiza- 
tions. 


“Save the Surface” Meetings 


The Save the Surface Campaign is 
holding at the present time successful 
meetings at Atlanta, Ga.; Memphis, 
Tenn.; Kansas City, Mo.; Dallas, Tex., 
and on Oct. 25 will hold a meeting in 
Omaha, Neb. and on the 28th of October 
in Denver, Col. Arrangements are also 
being made to hold meetings in Hous 
ton, Tex.; St. Louis, Mo.; Detroit, Mich.; 
Louisville, Ky.; Indianapolis, Ind.; 
Minneapolis, Minn., and _ Cincinnati, 
Ohio. Details of these meetings will 
be made at a later date from the head- 
quarters of the campaign in Philadel- 
phia, Pa. 
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HEADING BACK TOWARD NORMAL 
USINESS in the United States is slowly, but 
surely, heading back to a normal basis. It 
is only natural that it should do so. The 

only wonder is that it should have held to an ab- 
normal basis for so long. Good business men have 
expected readjustments from the time the Armis- 
tice was signed and are prepared to meet them. 
They realize that whenever an unusual condition 
causes prices to advance or decline heavily, the 
removal of that condition eventually brings about 
a reaction to normal; in other words, to a market 
controlled by supply and demand. 

Thus after each of the great industrial depres- 
sions of 1873-8 and 1893-8 there was a short-lived 
boom of notable proportions followed by a violent 
reaction, not because business did not have the 
foundation for prosperity and progress, but be- 
cause the boom carried things too far. 

So it is to-day. The war and attendant condi- 


tions carried the pendulum of business to an ex- 


treme. A reaction was natural and inevitable. 

There are many factors which have more or 
less bearing on the general return to normal con- 
ditions. This country is no longer an agricul- 
tural nation. We have become a nation of trad- 
ers. To-day there are 4,000,000 more people in the 
cities than on the farms. It means that we will 
now turn out more manufactured articles than 
farm products—more machinery than food. It 
means that we must have foreign markets for our 
surplus production. 

Europe, by refusing to buy certain things from 
us, not only reflects the unfavorable exchange 
rates, but indicates an increasing ability to pro- 
duce. This naturally tends toward over-produc- 
tion for home markets. 

It is likewise undoubtedly true that the buying 
public is becoming more conservative in its pur- 
chases. People have adopted a policy of quietly 
leaving alone items which they believe are too 
high, or which have advanced beyond their rela- 
tive worth as compared to other commercial com- 
modities. 

While all this shows the trend toward a general 
reduction in prices, the best posted observers 
agree that this reduction will be very gradual. It 
has taken approximately six years to build up 


prices to their present level. Sober reasoning in- 
dicates that they cannot be broken down in a 
night, a week, a month or even a year. 

But while it is admitted that generally lower 
price levels are eventually to be expected, it is 
equally certain that the measure of the declines 
and the length of time required to reach the nor- 
mal level will depend on the conditions surround- 
ing the individual industries whose products are 
affected by the declines. In goods where prices 
have been unduly boosted, reductions will natur- 
ally come more quickly and will be more pro- 
nounced than in those where advances have ap- 
peared only as conditions underlying production 
and distribution have warranted them. 

This is clearly shown in the sharp, rapid cuts 
in woolen goods, silks, cottons and shoes. The 
mere fact that practically no reductiéns have as 
yet appeared in hardware items would seem to in- 
dicate that prices in those items have not been 
advanced beyond the limit warranted by produc- 
tion and distribution costs. The natural conclu- 
sion is then that declines in staple hardware will 
be slow and gradual in harmony with reducing 
costs. 

In the costs of finished hardware items the 
lion’s share must be attributed to labor. Raw ma- 
terial fluctuations are reflected to a lesser extent 
in hardware than in almost any other line. For 
example, a decline of 50 per cent in raw silk means 
a very substantial reduction in the price of a yard 
of silk fabric. The cost of weaving a yard of silk 
cloth is very small when compared to the cost of 
the silk itself. ; 

With regard to steel the condition is reversed. 
The Steel Corporation’s price on steel bars to-day 
is $47 per ton. Prior to the war the price was 
approximately $24 per ton. 

If steel were to decline to-day to pre-war levels 
—a supposition beyond the bounds of probability 
—the decline would amount to but $23 per ton, 
or a fraction over 1 cent per pound. The 
effect on the price of a hammer, a saw, a file or 
a thousand and one other hardware items would 
be so small as to be almost negligible. In the ma- 
jority of cases it would amount to less than one 
cent on the finished hardware product. 

In other words, labor is the big, determining 
factor in hardware prices. Any radical declines 
must therefore hinge upon radical reductions in 
the price of labor. Does any one imagine that 
labor will accept lower wages without a long and 
bitter contest? Is it any more reasonable to ex- 
pect sharp, drastic declines in products where 
labor costs predominate? 

Hardware is heading back toward normal, but 
cold, hard facts indicate a long, slow journey. 
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Price Reductions No Cause for Alarm 





Government Officials Following Developments With Interest— 
Wages Ultimately Must Come Down—Business Outlook Good 


WASHINGTON, Oct. 11, 1920. 


ITH the price of tin Lizzies 
heavily slashed, other car pro- 
following suit, the 


ducers 


woolen manufacturers’ offering fall 
lines at concessions of 10 to 25 per 
cent, and general merchandise prices 


going down all over the country, Gov- 
ernment officials are sitting up and 
taking notice. No development since 
the signing of the armistice has at- 
tracted more attention here than these 
recent happenings which are quite gen- 
erally accepted as heralding a substan- 
tial cut in the H. C. of L. 

It is the best opinion here that we 
have passed the peak of high prices. 
No well-informed person believes, how- 
ever, that we are on the toboggan, or 
even that the descent will be steady 
though gradual. 


Will Follow Zigzag Course 


That we shall have our ups and downs 


and our course will have a zigzag 


rather than a smooth, downward curve 
is the strong conviction here, but, as a 
high official of the Department of State 
put it to me recently, our zigs will be 
longer than our zags, and the net de- 





By W. L. CROUNSE 


cline of the next six months promises 
to show a substantial percentage. 

“T do not think we have any reason 
to fear this price décline,” continued 
this official. “On the contrary, it will 
be a good thing for the country at large 
to get back on a more normal basis. 

“Some of us will regret the passing 
of these boom times, but a boom must 


either continue to rise or decline; it 
cannot remain at a constant level. I 
don’t think anybody wants to see 


higher prices and if the general down- 
ward tendency is gradual, as it now 
appears to be, the result will be bene- 
ficial rather than harmful. 
Nothing for Labor to Fear 

“Wage earners have nothing to fear 
from the downward trend of prices; on 
the contrary, the purchasing power of 
a day’s labor will increase and while 
there must ultimately come a_ lower 
wage level than the present inflated 
war wage scale, the worker should not 
be disturbed so long as the prices of 
the necessaries of life descend faster 
than his day’s pay. We must remem- 
ber-that while wages for the last year 
have been phenomenally high they have 
been paid in fifty-cent dollars. 

“If the purchasing power of these 
dollars rises as wages decline, the 
worker will be fully protected and will 
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be relieved of the necessity of present- 
ing to his employer periodical ina 
for more money to keep pace with the 
rise in the cost of living. If the labor 
leaders will be wise enough to point out 
to their followers that their interest 
lies in the purchasing power of a day’s 
labor, we shall have no labor troubles. 


Good Advice for Labor Leaders 


“It will be most unfortunate, 
ever, if the labor leaders make good 
their threat to fight aggressively any 
attempt to reduce wages. Their con- 
cern should be to see that wherever 4 
reduction is made it is offset by a cut 
in the cost of living. 

“Our labor friends must 
that wages have been forced up to their 
present level solely by the argument, 
supported by incontestable facts, that 
the cost of living has steadily ris 
and that high wages have been abso- 
lutely necessary to enable the workers 
of the country to support themselves 
and their families in accordance with 


how- 


remenmer 


on 


the American standard. Surely, n° 
reasonable man would contend that if 
the cost of living declines the price 0! 
labor shall remain stationary. a 

“There is another broad principle 
that we must not lose sight of. It 1s 


price 


the close interrelation of market 
and labor cost. 
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“The chief reason for the current de- 
cline in the prices of manufactured 
goods is the fact that the people will 
not buy. Prices have been prohibitory. 
There has been little or no reduction in 
the cost of production, but farsighted 
manufacturers have decided to sacrifice 
for a time a considerable percentage of 
their profits to stimulate trade and to 
do their part in restoring more normal 
conditions. ° 


Producers Must Have Co-operation 


“It would be folly to suppose these 
producers can keep up indefinitely the 
sacrifices they are now making. Indi- 
vidual manufacturers must live and 
corporations must earn reasonable divi- 
dends for their stockholders or their 
directors will be forced out of office. 

“This means that after the initiative 


As The National 


OTWITHSTANDING the general 
tendency toward lower price levels, 
there is no indication that the country 
is going to the bow-wows. Far from it. 
“While conservatism and caution 
seem to be the keynote of business 
everywhere,” says the National Cham- 
ber of Commerce in a recent review of 
conditions, “there is no evidence of ap- 
prehension except in a few unimportant 
quarters. The peak of high prices and 
business activity has passed and we 
must now look forward to a long drawn 
out but painless readjustment of busi- 
ness. Purchasing is liberal enough but 
on a sane and sober basis of needs and 
not speculation.” 

Business conditions throughout the 
country are classified in the report as 
“fair” and “good.” About sixty per 
cent of the whole country is enjoying 
business described as “good.” On this 
point, the report explains that the story 
begins on the far-away Pacific Coast, 
where “good” predominates despite the 
drouth which still afflicts much of Cali- 
fornia, the decline in shipbuilding, 
which is general in all the rest of the 
country, and the lack of cars to move 
lumber, which is the common complaint 
in every section of the country where 
lumber is an industry of any moment. 

More Diversification of Production 

But the Pacific Coast states, Califor- 
nia in particular, long ago learned the 
lesson of diversification of production. 
For they have all manner of agricul- 
tural products for their reliance, and 
likewise they ship fruits and vegetables 
in countless carloads to the Eastern 
States. 

A generation ago to have talked about 
the agricultural products of Arizona, 
of Utah, of Colorado, of Idaho, was to 
discourse of things that mostly were 
not. Yet to-day they are matters of 


Uncertainty As 


\ FINE prospect for cotton is clouded 
and made uncertain both in Texas 
and Oklahoma by too much precipita- 
on and consequent damage by boll 
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has been taken by the manufacturers 
and a substantial decline in the cost of 
livings achieved, labor in turn must do 
its share in accepting reasonable re- 
ductions in wages. Unless this is done 
the manufacturing industries of the 
country must go to the wall, leaving 
labor with nothing to do.” 

These are plain words and will prob- 
ably displease Mr. Samuel Gompers. 
It is perhaps obvious to the readers of 
HARDWARE AGE why I do not give the 
name of the official I have quoted. 

I think it should be clear enough to 
any sane man that these remarks are 
merely common sense. No class in any 
community or in any country can be 
above the laws of economics any more 
than it can be above the written 
statutes. 


Chamber Sees It 


real moment, and are doing much to 
offset the unsatisfactory condition of 
the other industries. 

This is especially true of those por- 
tions of Montana, Wyoming and the 
two Dakotas, which suffered so severely 
a year ago because of fierce, prolonged 
drouth. Their conditions are different 
now and much more to their liking. 

In Wyoming and California the oil 
business is good and it varies from fair 
to wood throughout the entire country. 
Prices are high, production still keeps 
up, and there is a world-wide demand 
which seems difficult to satisfy. 


A Check on Wild Catting 


The only fly in the ointment is the 
absence of “wild catting” because of 
contraction of credit by the banks with 
consequent slump in the demand for 
those commodities and supplies which 
this form of development and adventure 
demands. This is felt particularly in 
Texas, where wild catting was the most 
engaging of all pursuits, with all sorts 
of possibilities in both directions. 

Conditions in the great plains states 
are about evenly divided between fair 
and good. In the northwestern states 
spring wheat did not fulfill its early 
promise because of black rust and 
drought here and there. But it is still 
a good yield save in some sections. And 
in general there was an abundant har- 
vest and plenty of food for both man 
and beast. 

There will be more flax than last 
year, more sugar beets, large crops of 
corn, and much more hay and forage. 
There will be also more Kaffir corn, 
more alfalfa, more Sudan grass. All 
these things should help to solve the 
live-steck problem by reducing the cost 
of production and making it more re- 
munerative, even at the lower prevail- 
ing prices. 


to Cotton Crop 


weevil. This same condition prevails 
all across the southern portion of the 
cotton belt to the Atlantic ocean. The 
amount of the final cotton yield de- 
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pends much upon the weather in the 
next three weeks. 

Only out in Arizona and California is 
there no question of a yield considera- 
bly larger than last year. Incidentally, 
New Mexico is getting into cotton rais- 
ing by irrigation. Yet when all the 
sum of possible disaster by too much 
rain and by early frost been 
summed up there seems the strong like- 
lihood of a crop which will be equal to 
all our needs with a liberal amount left 
for export. 

“Coal mining in the great plains 
states,” says the report, “is in its usual 
condition of few days (of work) and 
full of troubles. In some localities it is 
better where mines have resumed opera- 
tions. But too often there is the weari- 
some story of. constant and apparently 
unnecessary strikes. Meanwhile, iron 
mining in Michigan and Wisconsin is 
well employed. 

“The central west, between the Ohio 
River and the yreat lakes, the Missis- 
sippi River and the Alleghenies, is in 
most excellent shape on the whole. The 
crops are very good, with the usual 
local exceptions. There is plenty of 
fruit and an abundance of garden 
truck. 


has 


Automobile Horizon Cloudy 


“Industrial life is very busy, save 
that a cloud has appeared on the auto- 
mobile horizon. But it seems to presage 
very definitely lessened production in 
the near future, and probably different 
and more economical methods of distri- 
bution. 

“Everything in the way of fabricated 
metals is full of business, and so are 
drugs and chemicals and woodenware. 
The great demand for concrete roads is ~ 
making cement and paving brick almost 
unobtainable. There is a lot of tobacco 
being grown in the central west and in 
the south. But prices of some varieties 
are lower and unsatisfactory to the 
growers. 

“Building construction is much the 
same there as in the remainder of the 
country. It has practically come to a 
standstill because of being tied hand 
and foot by high prices and the unre 
liability and uncertainty of labor, high 
prices and scarcity of material, and the 
almost impossibility of financing any 
construction. The Sister Anne of Hope 
is sitting upon the housetop of ex 
pectancy scanning the distant horizon 
for that little cloud of dust which shall 
announce the stability of labor, the low- 
ered costs of construction, the possibil- 
ity of getting building material, and the 
loosening of credit, that are needed for 
the resumption of activity in this great 
and important industry. 

Industrial Life Very Active 

“There are very many valuable minor 
crops now growing in the south, pea- 
nuts and pecans, for instance, which are 
samples of the continued diversifica 
tion in agriculture. Industrial life is 
very active, save in textiles, where les- 
sened output and some shut-downs are 
noted. 

“This same condition prevails in this 
industry all along the Atlantic sea 
board into New England. It is shared 
to an extent by some of the manufac 
tures of leather. Furniture making is 
good. Manufacturing is generally good 
throughout the middle states and New 
England. This is true, likewise, of 
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crops in these sections. 

“The southern states are again giving 
evidence that they are peculiarly the 
land of opportunity. The traveler 
through them sees flocks and herds and 
fields of growing grain in sections that 
a generation ago knew only one-crop 
ideas and methods. There will be more 
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sugar cane and rice than last year, and 
plenty of grains and forage. Turpen- 
tine and naval stores, and phosphate 
mining are doing much better now that 
the war is over, and the avenues of ex- 
port trade reopened. The lumber busi- 
ness would be better if only cars could 
be had.” 


Need for Scientific Taxation Plan 


f pene: Commissioner Colver, who 
has resigned and is about to retire 
to private life, takes a farewell shot at 
the present system of taxation in an 
address delivered during the past week 
before the National Association of Cot- 
ton Manufacturers. However, the 
average business man may be impressed 
by the somewhat eccentric course re- 
cently pursued by the Federal Trade 
Commission, he will approve Brother 
Colver’s views on taxation from A to Z. 
The retiring commissioner says in part: 

“As a result of the war the American 
people find themselves for the first time 
in the history of the Republic faced by 
such a burden of public debt as will 
make taxation one of the big and ever- 
present problems for ourselves, our 
children and our children’s children. 
This being true, it is only ordinary 
prudence and business wisdom that tax- 
ation should be given the same serious 
and careful study that is given any 
other new and vital factor which is 
thrown in to disturb our ealculations. 

“We must soon decide upon a taxa- 
tion policy which will distribute the 
burden equitably and bear with the least 
possible weight upon the processes of 
industry and commerce and so bear as 
lightly as such a gigantic load can be 
made to bear, upon the ultimate con- 
sumer—which is every single one of us. 

“Unwise taxation must inevitably act 
as a brake upon business which will re- 
duce production and hinder distribu- 
tion. The excess profits tax and to a 
degree the higher schedules of the in- 
come tax are striking examples. 


The Excess Profits Tax 


“The excess profits tax was never in- 
tended as a revenue measure. During 
the war, when the Government fixed 
prices on certain commodities, a single 
price, fixed high enough to insure the 
production of the last necessary ton or 
pound or yard, gave an undue profit to 
the low-cost producer, and the excess 
profits tax was invented as an equalizer. 

“When the Government no longer 
fixed prices the reason and purpose un- 
derlying the tax disappeared and when 
the last Congress permitted the theory 
to stand, it legalized excess profits— 
which is profiteering—and declared the 
Government in on the extortion. Thus 
the tax became a cornerstone in the 
present intolerable price structure. It 


is a penalty upon economy, upon con- 
servative capitalization and upon quan- 
tity production. 

The Income Tax 


“Money is tight and legitimate busi- 
ness finds it harder and harder to secure 
needed funds either by way of invest- 
ment or loan. There are many reasons 
but the income tax is one of the big 
ones. 

“The theory of a graduated income 
tax is sound enough, but it has its limit 
and that limit has been more than 
reached. Let us see. 

“Tt is quite easy and extremely popu- 
lar to say ‘tax the rich.’ But what we 
are actually doing now is to tax the 
capital of the rich out of productive 
enterprises and into non-productive. As 
the law now stands, a man with a $20,- 
000 income can invest in state or muni- 
cipal bonds, non-taxable, at 4% per 
cent, and with practically no risk, while 
to net the same rate of income any in- 
vestment in industry or trade must yield 
him 51/3 per cent, to say nothing of 
the element of risk. 

“The man with $50,000 income must 
receive 61% per cent from his productive 
investment in order to be able to pay 
his tax and yet net the 4% per cent 
that the non-taxable offers him. The 
$100,000 income must earn 10% per cent 
and the $500,000 income must earn 15 
per cent in order to net the sure 4% 
per cent that the non-taxable municipal 
bonds pay. 


Taxing Capital Out of Business 


“Thus we see an outpouring of all 
sorts of state, country and municipal 
bonds and an orgy of public expendi- 
tures for ‘public improvements’ which, 
however desirable, are not productive 
enterprises. We see hundreds of mil- 
lions of dollars taxed dut of business 
and into tax-free bonds. The end of 
that road is business disaster. 

“T am for public works, but only when 
we can afford them, and only in a 
reasonable proportion to the total na- 
tional expenditure. I would rather see 
a new factory built in a town than a 
new postoffice or a new city hall. 

“T would rather see a new silo than 
a new concrete culvert. I am for good 
roads, but I would rather see a good 
road run from a mill to a freight depot 
than from the sheriff’s office to the cem- 
etery.” 

Amen, Brother Colver, amen! 


Our Tariff Relations With Canada 


§ hase United States Tariff Commis- 
sion has issued a report on the sub- 
ject of Canadian reciprocity. It is 
stated by the commission that there is 
strong likelihood that our trade rela- 
tions with Canada will attract serious 
attention at an early date. The Domin- 


ion Government is now making prepa- 





rations for a general revision of the 
tariff, and there are indications that this 
country within twelve months will. be 
likely also to revise its commercial re- 
lations. 

The official spokesmen for the Liberal 
party and the Farm Labor party in 
Canada demand a renewal of reciprocity 
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negotiations with this country. The 
Canadian reciprocity statute passed by 
Congress ten years ago is still upon the 
statute books, although it never became 
effective because of the rejection of the 
proposition by Canada. 

The question of repeal of the Cana- 
dian reciprocity act will come up for 
consideration at the next Congress, a 
bill for such repeal having been passed 
during the recent session, and is now 
pending before the Senate. The Tariff 
Commission expresses the opinion that 
the granting to-day of Canadian reci- 
procity would be more of a concession 
on the part of Canada and somewhat 
less of a concession on the part of the 
United States. 

The articles which would be especially 
affected by the present adoption of the 
proposed rates are flaxseed, oats, hay 
and barley. The commission expresses 
the opinion that prices in the United 
States would not be greatly affected by 
the removal of the duties. Wheat and 
potatoes, important articles of trade be- 
tween the two countries, are now ad- 
mitted free into both countries. 


Work of Canadian Tariff Commission 


During a recent visit to Canada | 
found business men greatly interested 
in the proposed revision of the Canadian 
tariff. The commission created to re- 
vise the schedules of the present law 
began its sittings in Winnipeg, Sept. 15. 

The membership of the commission 
includes Sir Henry J)rayton, Minister 
of Finance (chairman); Hon. J. A. 
Calder, president of the Privy Council, 
and Senator Robertson, Minister of 
Labor. Following the sessions in Win- 
nipeg, the commission will proceed to 
British Columbia and take evidence on 
the Pacific coast. Evidence will be sub- 
sequently heard in all provinces. 

The commission proposes to do a 
thorough job and as the final results of 
its work will materially affect trade with 
the United States, especially along the 
border, the program of the sittings is 
of no little interest. In an official an- 
nouncement Sir Henry Drayton says: 


Scope of Inquiry 


begun 


be 


“Our sessions have _ been 
promptly, so that our labors can 
completed in time for consideration at 
the next session of Parliament. The 
commission, after sittings in Winnipeg, 
will proceed direct to the coast and 
take evidence in British Columbia and 
hold sittings in the Prairie Provinces 
on the return journey in October, so as 
to meet the convenience of those whose 
farming operations would render their 
earlier attendance difficult. On the re- 
turn journey a second meeting will also 
be held in Winnipeg. 

“The proposed itinerary of the com- 
mission is: Winnipeg, Vancouver, Vic- 
toria, Vernon, Nelson, Calgary, Edmon- 
ton, Saskatoon, Regina, Brandon, Win- 
nipeg, Port Arthur, Sault Ste. Marie, 
Windsor, London, Hamilton, Toronto, 
Kingston, Montreal, Sherbrooke, Three 
Rivers, Quebec, St. John, Moncton, Syd- 

(Continued on page 108) 
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Dealer’s Owned Jobbing Firm Organized in 
New York City 


NUMBER of the retail hardware 
vs dealers of Greater New York, and 
of the outlying districts, that use New 
York as a jobbing center have organ- 
ized and expect to operate, in the near 
future, a wholesale hardware firm in 
which each dealer is a stockholder. The 
executive committee is at present con- 
sidering a location for a warehouse 
with suitable rail facilities. 

This new dealer owned jobbing en- 
terprise is said to be modeled upon the 
plan of the Hall Hardware Co., Min- 
neapolis, Minn., and the Atlantic Coast 
Hardware Co., Boston. Between 125 
and 150 dealers doing business in and 
around New York City are understood 
to have already become members of the 
new organization. Matthias Ludlow, 
president of the National Retail Hard- 
ware Association, is chairman of the 
executive committee, and one of the 
original organizers. 

The organization had its beginning 
at meetings of the dealers held at the 
Hotel Astor, New York, June 3 and 
July 7, under the auspices of the Asso- 
ciate Hardware Distributors, Inc., Bos- 
ton, an organization operated for the 
purpose of promoting the establishment 
of dealer owned jobbing firms through- 
out the country. A member of the or- 
ganization has stated that the execu- 
tive staff of the Associate Hardware 
Distributors, Inc., “will probably 
eventually consist of representatives of 
the various individual dealer owned 
jobbing firms, and that it is expected 
to act somewhat as a service bureau 
for all of the firms that it helps to or- 
ganize.” 

At the August meeting in New York 
30 subscribing dealers were present. 
The executive committee which has 
complete charge of all matters during 


the period of organization stands to- 
day as follows: 

Matthias Ludlow, Newark, N. J., 
chairman; V. A. Whitla, Paterson, N. 
J., treasurer; H. A. Cornell, Brooklyn, 
N. Y.; D. L. Stark, Far Rockaway, 
Long Island; C. J. Cornell, Tuckahoe, 
N. Y.; J. M. Kohlmeier, New York; 
C. A. Bruhns, New York; A. S. Shim- 
mell, New York; L. Schelling, Jersey 
City, N. J.; Frank P. Van Riper, New 
York. 

A name for the new organization 
has been adopted, but may have to be 
changed because it is said to conflict 
with another corporation name in New 
York State. The name selected was 
“Hardware Distributors, Inc.” 

D. Fletcher Barber, president of the 
Atlantic Coast Hardware Co., made a 
special’ trip to New York recently to 
consult with the executive committee 
at one of its meetings. 

Tentative plans are being considered 
through which the Associate Hardware 
Distributors, Inc., expect to render spe- 
cial service to dealers who are subscrib- 
ers as soon as proper organization fa- 
cilities have been completed. This spe- 
cial service one of the members stated 
is expected to embrace retail advertis- 
ing, store arrangement, and all of the 
features that have been proposed by 
chain store enterprises. This service, 
however, is special and it will be paid 
for by the dealers who request it. 

It is reported that plans are under 
way for the organization of dealer 
owned jobbing houses in other terri- 
tories. Two of these are the Central 
Hardware Co. of Chicago and the 
Southern Atlantic Hardware Co. at At- 
lanta. A similar movement is also ten- 
tatively under way at Detroit, it is 
understood. 


A LETTER ON STORE PAPERS 


Kditor of HARDWARE AGE, New York 
City: 

Dear Sir—You may think us slow in 
thanking you for the very nice “write- 
up” in your issue of Aug. 19 referring 
to our house organ, “Sappers’ Ink,” 
and for reproducing the first page of 
this paper in your columns. However, 
in explanation for being slow will state 
the writer received the copy in ques- 
tion about noon of Aug. 22 and left at 
3 o’clock the same day for Erie, Pa., 
for a month’s vacation. However, the 
HARDWARE AGE went along on the train, 
as we never fail to read it from cover 
to cover. 

First, referring to the trade papers 
we take, will state the first things we 
look over are the advertisements. The 
writer reads the trade papers at home 
evenings and as a new copy comes to 
hand, all advertisements are looked 
over for new store items and for follow- 
ing up as to whether or not the makers 





are backing their goods properly. 
After this has had attention, practi- 
cally every word of the reading matter 
is covered and such as would help the 
boys in the store is called to their at- 
tention. Our help is all straight salary 
help, no hours specified, with an actual 
share of the profits divided with the 
help at the end of the year. We have 
found this very satisfactory both to the 
help and their interests in the store 
and collections. 


As to the Store Paper 


We could write a long letter on many 
little matters but will now get to the 
little magazine we started. We have 
traced direct results to this paper. The 
day following the mailing of the first 
issue a man who had been here about 
eight months and who was not on our 
mailing list dropped in and asked for 
a copy of the paper and said from now 
on he would divide his business in the 
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hardware line. It happened we did not 
even know the fellow, but he went away 
With about $8 worth of hardware and 
has been in often since and his wife 
uses our easy chairs inside the front 
windows when resting or waiting for 
some one in town. This is a direct re- 
sult of the paper. This week we sold 
stove repairs to two men who actually 
stated they had read we could get re- 
pairs for any make stove. As this was 
never mentioned anywhere by us except 
in the “Ink,” we have the direct result 
at hand. 

We notice your comment that we 
have let this paper get out without 
more prices being shown and we thank 
you for the suggestion. We are enclos- 
ing herewith copy of the second and 
third issues in which you will find a 
lack of prices. When your write-up 
brought this to our attention the sec- 
ond issue had been out for some time 
and the third was in the printer’s 
hands as the writer was ready to leave 
town. However, copy No. 4 which 
went to the printer to-day will take 
advantage of your suggestion. We are 
open to improvement at any time. 

We want to thank you for the inter- 
est shown in the little paper and will 
state, for the benefit of others who 
have this in mind, that we have enough 
actual results to date to prove to us 
that this paper pays well. We, how- 
ever, feel that “continuing” will bring 
the real results. Many start these little 
papers and then forget to take time to 
get them out regularly or with the 
usual care. However, to date, every 
copy was mailed on the date on its 
heading and the same care is taken 
with each issue. We get a lot of local 
comment and many have told us they 
read every word from cover to cover. 
What other kind of advertising can get 


such attention 
Through the month, notation of 
things to write about made by the 


writer and the boys in the store. 
Here Is a Personal Touch 


The writer went one further when 
in Erie and had the boys send him the 
mailing list. He then mailed each party 
on the list a post card of some Erie 
building, park or other attraction and 


attached his name to each card. Many 
a fellow has been in the store and 
thanked for this and many have 
stopped the writer on the street to 


shake hands since his return, and some 
of these otherwise would have had no 
interest in his being away, as they had 
a more or less cold spot somewhere be- 
tween themselves and him, perhaps for 
no reason but merely did not feel well 
enough acquainted before. We can 
safely say it broke the ice in several 
cases, more so because “ice” should not 
have existed at all. 

We are glad to give you this little 
information as others in the hardware 
game might benefit thereby, but if they 
start they want to be sure to keep the 


good work going. It pays. 
Yours truly, 
SAPPERS’ INC. 


By Otto G. Sapper, Pres. 











A New Slant in Stove Copy—A Toy Ad Which Will Bring Business— 
Linking Up With School Days—Good Sales Talk on Electric Irons 


The Ease of the Electric Iron 


No. 1 (2 cols. x 4 in.) 

Two of the most universally popular 
electrical devices ever devised are the 
electric iron and the vacuum cleaner. 
We mean popular in the sense that 
after either of these articles is once 
used their usefulness and practicability 
become so apparent that they are ac- 
cepted as part and parcel of necessary 
housekeeping equipment. 





SCHOOL DAYS ARE 
HERE AGAIN 


Come in our stor —— " 
KNIVES 
SCISSORS 
BASE BALLS 
GLOVES 
LUNCH BOXES 





HZRDW ARE 


Buchanan “*“2omeany 


PHONE 63 AT YOUR SERVICE 
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School days are profit-making days 


But to one who keeps close watch 
on the advertising done by hardware 
dealers, it is puzzling to account for 
the small amount of publicity devoted 
to irons. Compared to that done on 
vacuum cleaners, it is small indeed. 
The difference in price does not explain 
the situation at all. Perhaps the best 
explanation which comes to hand is the 
aggressive advertising and competition 
of the electric light companies and to 
a smaller extent the publicity done by 
the electrical dealer and contractor. 

For some reason or other, the hard- 
ware dealer has allowed electric iron 
business to drift away from his store 
and the only way in which he ean get 
this business back is to devote a fair 
amount of space to pushing irons. 

The ad sent us by the Foster-Farrar 


Co., Northampton, Mass., shows how 
attractive and convincing an electric 
iron ad can be made. It emphasizes 
the big point—comfort. Electric irons 
do away with fuss and _ preparation. 
They’re clean, handy, efficient and al- 
ways ready on the instant. 

Read over this ad and make up your 
mind to break the monopoly of the 
electric companies as far as the sale of 
irons is concerned. 


How the Electric Companies Do It 


No. 2 (2 cols. x 8 in.) 


We show you a typical electric com- 
pany ad on irons. It is the aim of these 
companies to create in the public mind 
an idea that irons can always be pur- 
chased cheaper from them. 

Inasmuch as these ads are usually 
very comprehensive in character, show- 
ing the great advantages of the electric 
iron, they can easily be turned from 
competitive ads to helpful selling co- 
operation. ' 

Look over your ‘newspaper and see 
what your public service company is 
doing. Then come back with your own 
price argument. Nine chances out of 
ten you'll find that your electric com- 
pany is putting out ads just about like 
this one with the loud pedal on price. 
It’s their one favorite standby. 

It is your cue to show the public 
that you can sell irons just as cheaply 
and if your iron is higher priced, give 
a good argument WHY it is higher 
priced and you’ll find that the public 
will respond to quality talk. 

Get after this electric iron business, 
hardware men. You can get it easily 
if you advertise persistently, and as 
we said before, the electric company’s 
advertising will prove more helpful than 
hurtful if you also get in the swim 
alongside of them. Depend upon it, if 
there were no money in featuring irons, 
your esteemed public service corporation 
would drop them like the proverbial hot- 
cake. They know whereof they are talk- 
ing, and are most persistent pluggers. 


94 


School Days 
No. 3 (2 cols. x 4 in.) 

We’ve noticed a lot of school adver- 
tising and school windows by hardware 
dealers, and we also notice the depart- 
ment stores are giving up big expensive 
windows to displays of school needs. 
Another tip for profitable publicity. 

The Buchanan Hardware Company, 
Richfield Springs, N. Y., have been very 
active along these lines and the ad re- 
produced is one used last week. 





ig one of the greatest 
household conven- 
iences, 

Does away with the 
old fashioned ironing 
day drudgery. With 

an electric iron you can wear your best party 
dress and do your ironing in your parlor. We 
have light and heavy weight irons and irons 
that are all right. 


FOSTER-FARRAR CO. 


Potapbons 13 268 Mala Gree, 
poo teterday Brentng Dppesite Vraper Bow 











Go after electric iron business 


Many dealers carry a stock of school 
supplies which justifies considerable ad- 
vertising during the next month or two 
and we would suggest at least one small 
ad a week to boost demand in this direc- 
tion. 

Appetites and Stoves 


No. 4 (2 cols. x 6 in.) 


The Walter Hardware Co., Battle 
Creek, Mich., sent us this unique stove 
ad, whose keynote is what the range 
will produce rather than how it is built, 
though there is plenty of purely de- 
scriptive talk worked into the copy. 

Such an ad as this will make the 
housewife pause and wonder if her 
range is delivering the maximum results 
and it also will hold a peculiar interest 
for the man of the house who dotes on 
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October Special 
Save 52.75 


On an Electric Iron 


As the price of other. high-grade electric irons ad- 
s to $8.25, we continue to save money for our cus 
s by offering a bargain in a high-grade clectrie 


bickly—heat rapidly supplied to all the base 


omically—holds heat unusually long; does 


much ironing with current shut off. 


And lasts—sturdily built, bas specially anchored cord 
whach will not pull out; nickel plate finish over 
copper plate for long wear. A laboratory test 
proved that aftcr 800 hours contindous heating the 
iron was still in good condition. This test equalled 
three years’ ordinary use. 

No extra 
unnecessary frills. 


expense has been put on claborate finish or 


This saving is your saving 
will do as fine ironing as you 


desire, and economically—at.... $5 50 
PUBLIC SERVICE 


THE PLACE to buy 
Gas and @ectric labor-saving devices on easy terms 


You ean buy this iron—which 











How your electric company does it 
baked things, hot from the oven. 

This appeal will go a long way toward 
influencing a change in equipment— 
doing away with the old unsatisfactory 
range and substituting the new. In 
fact, it is meeting the housewife on 
her own ground and putting the ques- 
tion fairly before her. 

We direct attention to the very neatly 
designed firm name plate used by the 
Walter Company. It surely beats a 
type signature. 


Open Season for Wheeled Toys 


No. 5 (3 cols. x 10 in.) 


After all is said and done, the toy 
that appeals strongest to the American 
boy is something on wheels, and here 
before you is a bang-up wheel toy ad 
sent us by the Edwards & Chamberlin 
Hardware Co., Kalamazoo, Mich. 

Boys and girls from four years up 
want wheel toys. They begin even 
earlier with a kiddie car and graduate 
into velocipedes and tricycles with a 
side equipment of flyers, coaster 
wagons, express wagons, hand cars and 
roller skates. Then comes the bicycle 
age. 

The cycle of childhood revolves 
around a wheel. As one fond parent ex- 
pressed it: “One wheel after another.” 

You can’t go wrong on the toy end if 
you stock things with wheels on ’em 
and show pictures of ’em in your pub- 
licity along with, the kind of copy you 
read in the Edwards & Chamberlin ad. 

Put out a “wheel ad” along the lines 
of the reproduced announcement, 
making such changes as fit your stock 
and remember this—talk quality—and 
buy quality. Parents are buying more 
ball-bearing wheel toys than they ever 
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did of the old-time, hard-running and 
squeaking wheel toys. Some years ago 
a parent might not have considered a 
$20 velocipede, but they do now, and 
they pay $40 for a kid’s bicycle without 
turning a hair. And $15 hand cars go 
just: as fast. Verily, the kid of to-day 
revels in a luxury that was denied to 
us kids of an earlier generation. 

We never had ball-bearing skates and 
rubber-tired coasters, wagons with 
fancy steering arrangements and hand 
cars with real honest-to-goodness auto- 
mobile brake levers. 

So it behooves you to cash in on 
present-day luxury as regards toys. 
Now during these snappy fall days is 
the time to push wheel toys harder than 
ever. Kids need exercise to keep warm. 


TRADE NOTES 


Otto J. Frey, for forty-four years 
connected with the George Worthington 
Co., wholesale hardware dealer, Cleve- 
land, Ohio, died recently, after a long 
illness. For a number of years he had 


INMUL.UAVUTLUUYE LAER OAAORUEL iS 
Satisfying Keen-edged Appetites : 


Flaky frosting, covering cake as light as snow, ap- 
peals to both ss and little boys. Childhood memory 
clings to things that you 
: do so easily with your 
Universal Combination 
Range. 
~ Burns coal or wood 
or gas — both at the 
same time when wanted. 
No parts to change for 
different- fuels. Just 


thing is ready. Com- 

pact—fits small spaces. 

Keeps kitchen cool in 

summer and warm in 

winter. Gives service 
of two ranges at the price of one. Your choice of 
plain or nickel finish or blue enamel. 


Sold for Cash or Liberal Tima Payments. 


= 
turn the lever and every- Z 
z 
= 


Telephone 20. "900 160 Atweukeo Avenue. 


Approaching the subject of stoves from a 
new angle 


charge of the Worthington company’s 
heavy hardware department and was 
widely known in the trade. He gave 
up his duties early in the year because 
of poor health. 

Among recent announcements of the 
King Washing Machine Co., Wolcott, 
Ind., is found news of the appointment 
of T. R. Allen as general manager and 
O. B. Askren as general sales manager, 
effective Sept. 1, 1920. Both of these 
men have had wide experience qualify- 
ing them for the new positions. 

The Wyeth Hardware and Manufac- 
turing Co., St. Joseph, Mo., recently 
filed notice of increase in capital stock 
of from $500,000 to $2,000,000. The in- 
crease is to be supplied with accumu- 
lated surplus and undivided profits, and 
is distributed as common stock among 
the twenty-eight stockholders holding 
the 15,000 shares. 

Announcement has just been’ made of 
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the election of George S. Spence as 
treasurer of Supplee-Biddle Hardware 
Company. He has been with the com- 
pany and its predecessors for more 
than thirty years. 

F. H. Butts, Butts & Ordway Co., 
Boston, on Monday, Oct. 4, celebrated 
the fortieth anniversary of his asso- 
ciation with the hardware business. As 
a young man twenty years old he 
worked for Bradley & Hastings, where 
he remained until 1888, advancing to 
acting manager. The partnership of 
Butts & Ordway was then formed with 
a store on Pearl St., which lasted ten 
years. The firm was then incorpo- 
rated under Massachusetts laws with 
Mr. Butts president and treasurer, and 
the store was moved to 500 Atlantic 
Ave. Mr. Ordway retired shortly after? 
ward. In 1906, the company moved to 
High St., and in 1910 to 33 Purchase 
St., the present location. About a year 
ago the Butts & Ordway Co. took over 
the Penn Metal Co. plant on Moore St., 
Roxbury, where ample spur trackage, 
yard room and 26,000 sq. ft. of floor 
space under cover is provided. R. F. 
Leonard is vice-president of the com- 
pany; W. J. Flett and C. C. Butts, as- 
sistant treasurers, and J. F. Higgins, 
clerk. 

George C. Morton, Carpenter-Morton 
Co., Boston, paints, was the speaker of 
the evening at the September meeting 
of the Boston Section, Reciprocity Club 
of America, at the Bellevue Hotel, Bos- 
ton. Mr. Morton spoke of his recent 
trip to the Pacific Coast and return 
through Canada. 


The Greenfield Tap & Die Corp., 
Greenfield, Mass., is offering through 
bankers $2,255,000 8 per cent cumula- 
tive preferred stock, part of a $5,000,- 
000 authorized issue, the par value of 
which is $100. 


———omeenene @rlisle’s for Recr 
Fun and Health for the Kiddies 


The glorious vacation days have come and new to keep 
the — out of doortehealthy and happy. That te 
yout duty. 





Stardy lttle Kare for WtUe tos 
—and they just love ‘em. 


Nos. 1 2 8 4 6 
$2.00 $2.75 $3.50 $4.00 $4.50 


Automobiles 
All styles for all ages—and the 
children never tire them 
Strong and well made and ‘ves 
by leg power. 
$7.75 to $16.50 
EXPRESS CARTS, 
3445 te $16 
COASTER WAGONS, 5 
$7.50 to $11.50 eure with toys end 
For Scouts in Camp erica maken of ex 


vosiee opnst 
Knapsacks Tents Axes $6750 te — 
Canteens Fishpoles aay yy. ad oy aaa 
Baseballs Bathing Suits Tennis Rackets, 150 to $15 


CARLSLE 


Carlisle Bldg. 326 Main Bt. 











Now is the time to sell wheel toys 
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OFFICE OF HAKDWARE AGE, 
New York, Oct. 11, 1920. 


rONVHE jobbing business continues 
| relatively quiet in this section, 
while the retail trade reports very 
active Jobbers say that ship- 
ments are much better than they have 
ven, and that they are beginning to 
atch up on many of their old orders. 

An element of uncertainty seems to 
be one of the most prominent features 
of the local market. Buying at present 
is being done by dealers only for actual 
stock requirements, put they do not 
seem to be holding back to any appre- 
‘jable extent on spring orders. 

There is undoubtedly an under-supply 
of many articles in the local market, 
but it seems to be the general opinion 
among both jobbers and dealers that 
stocks must be maintained and that 
spring goods must be bougiit, 
though in doing so they may, possibly, 
be facing the risk of a decline. 

A number of dealers have already 
reconciled themselves to the belief that 
sooner or later they will have to take 
a loss on their inventory, and they are 
holding themselves in readiness to meet 
this with as little disturbance as possi- 
ble. 

A number of price changes were an- 
nounced during the past week by local 
jobbers, and practically all of them 
were advances. 

Mallison Braided Cord Co. announce 
that the new price on their “National” 
sash cord is now 6c. per Ib., f.o.b. 
Athens, Ga. 

Brass saw screws are now 50 to 70c. 
per doz. 

“Burnley” soldering paste, 2-0z. cans, 
is now 96c. per doz. cans. 

Caulking irons, cast steel, polished, 
5 in. long, are now list plus 40 per cent. 

Ash Sifters——The demand for ash 
sifters continues fairly active. The 
shortage of coal in this section at pres- 
ent is probably being used as somewhat 
of an influence to increase the sale of 
these articles. 

Galvanized ash sifters, f.o.b. New York, 
12x 12 in., $2.71 per doz. Rotary ash sift- 


ers, loose, $39 per doz.; crated lots, $42 
per doz. 


Axes.—A number of advances were 
made recently by some of the local job- 
bers on axes. The demand is at present 
apparently very healthy. 


Long Island axes, polished bit, blue fin- 
ish, 30 in. handle, 2!/2 to 3 Ib., $23.15 per 


sales. 


even 
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doz.; 2'4 to 3 Ib., same model, $23.15 per 
doz.; W. B. Chambers, Indian axes, tem- 
pered steel, polished bit, gold finish, 36 in. 
handle, 3 to 4Ib., $22.00 per doz.; Will Wear 
axes, Yankee pattern, tempered crucible 
steel, rustiess black finish, 36 in. selected 
hickory handle, 3 to 4 Ib., $25.26 per doz.; 
Colline Connecticut pattern axes, wide bit, 
polished, blue finish, 234-334, $23.15 per doz.; 
Collins dock axes, polished steel bit and 
poll, painted red, 4'/2-5 ib., $23.15 per doz.; 
Fire axes, tempered steel, polish bit, 34 in. 
handle, painted red, J per doz.; Ice 
axes, 4 Ib., polished blade, red finish, 30 in. 
handle, $26.50 per doz. 

Bolts and Nuts.—The demand for both 
of these items is quite keen, and there 
does not seem to be any sort of an 
oversupply on the market. In fact, the 
shortages in some sizes are said to be 
very acute. 

Common carriage bolts, all sizes, are be- 
ing quoted list plus 15 per cent, although 
some jobbers are quoting flat list. Machine 
bolts, all sizes, list plus 5 per cent. Stove 
bolts, 50, 10 and 5 per cent to 60 and 5 per 
cent. Common tire bolts, 40 per cent. 
Sink bolts, 50, 10 and 5 per cent to 65 per 
cent. 

Hexagon machine screw nuts, iron, 10 
per cent; brass, 4/32 to 8/32 in., 50 per 
cent; 10/32 to 12/32 in., 3344 and 5 per 
cent; 14/32 in., 3344 per cent. Stove rod, 
25 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent; % and larger, 40 per 
cent. Lag screws, less 10 and 5 per cent. 

Cotton Gloves.—There developed re- 
cently quite a little demand for cotton 
gloves. New prices were quoted last 
week which still hold as follows: 

White canton flannel with 
wrists, light model, $2 pen doz.; heavy 
model, $2.85 per doz. Gauntlet model, with 
stiffened cuffs, $2.85 per doz.; leather faced, 
$4.80 per doz 

Christmas Tree Holders.—There is a 
good demand for these items at steady 
prices. 

Christmas tree stands, cast iron, ja- 
panned, striped with gold bronze, $10 per 
doz., to $16.75 per doz. 

Curtain Rods and Poles.—The de- 
mand for these articles continues ac- 
tive. Prices are firm. 

Prevailing quotations are: 1 in. mahog- 
any and oak pole, 5%c. per ft.; 1% in. ma- 
hogany and oak pole, 8c. per ft.; wooden 
curtain poles, brass covered, 1 in., 17\%c. 
per ft.; same, 1% in., 22\%c. per ft. 

“Kirsch” single extension rods, 
finish, $3.20 per doz.; white finish, 
per doz.; brass, $3.20 per doz. 
tension rods, velvet finish, $6 per doz.; 
white, $8.70 per doz.; brass, $7.90 per doz. 

Cultivators.—New prices were an- 
nounced during the past week by some 
of the local jobbers. Spring orders for 
cultivators are reported to be very fair. 

Cultivator, with three forged steel prongs, 
4 ft. handle, made of ash, $8.88 per doz.; 
this model for hoeing and weeding; Culti- 
vator, hand garden weeder and pulverizer 
with plow wheels attachment, 5 forged st-el 
prongs, $12.00 per doz.; Adjustable Culti- 
vator, high carbon steel parts, 4 cold 
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knit cotton 





velvet 
$4.30 
Double ex- 


TT 


pressed teeth, malleable tron socket, $6.95 
per dozen; same with 9 teeth, $12.89 per 
dozen. 

Galvanized Ware.—Light galvanized 
sheet continues scarce in the local mar- 
ket, and the demand is proportionately 
active. Shipments are slightly im 
proved. New prices were made by 
some of the local dealers on sheet. 

Galvanized sheet is being quoted: No 
28 gage, $10.50 to $12 base per 100 lb. Gal- 
vanized pails, 8-qt., $5; 10-qt., $5.75; 12-qt., 
$6.65; 36-qt., $8.90; heavy, 12-qt., $8.70; 
heavy, 16-qt., $12. Wash tubs, No. 1, 
$16.80; No. 2, $18.60; No. 3, $22.50; all per 
doz. 


Grass Scythes.—New prices were an- 
nounced during the week by some of the 
local firms on grass scythes, which are 
holding a prominent place in many of 
the spring orders. 


Grass scythe, high grade steel blade, 
black finish, ribbed back, medium weight, 
all sizes, $20 per doz.; Big Chief grass 
scythe, made from highest grade English 
steel, polished web, double rib, $23 per doz.; 
English grass scythe with riveted back, 
$27 per doz.; Bush scythe, high grade stge! 
blade, painted red, $21 per doz. 

Game Traps.—Business in this line 
continues slow, although some jobbers 
report that they have sold all the traps 
that they have and are unable to get 
any more shipments this season from 
manufacturers. 

Jump traps (Blake & Lamb), with chains, 

. 0, $2 per doz.; No. 1, $2.95 per doz.; 
No. 1%, $4.50 per doz.; No. 2, $7 per doz.; 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz. 

Triumph traps, with chains, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.: No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz.; with- 
out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52; No. 1%, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$8.60 per doz. No. 1 Giant, with chains, 
$2.66 per doz. 

Oneida jump traps, No. 0, with chains, 
$2.37 per doz.; without chains, $1.75. No. 


1, $2.75 per doz.; without chains, $2.12. 
No. 1%, $4.12 per doz.; without chains, 
with chains, $7.12. No. 


ag No. 12, 
1%, with chains, $5.25 per doz. 

Garden Tools.—The spring orders 
being received by local jobbers are said 
to contain in the majority of cases sub- 
stantial orders for garden tools. New 
prices were announced last week and 
are given again herewith. 

Malleable iron rakes, 10 tooth, $4.90 per 


doz.; 12 tooth, $5.35 ner doz.: 14 tooth, $5.75 


per doz.; 16 tooth, $6.25 per doz. Wooden 
lawn rakes, 2 wood bows. 18 teeth, 5 ft 
handle, varnished head, $5.75 per doz 
wooden lawn rakes, 3 metal bows, 24 teet! 


bent handle, varnished head, $9 per doz 
Wire lawn rakes, all steel, tinned, iron 
socket, wooden handle, 20 teeth, $7 per 


doz.: 24 teeth, $11.10 per doz 

Spading forks TD hand'e stranned, mall: 
able, 4 tines, bronze finish, $12 per doz 
Wooden TD handle, strapped, 4 tines, $18 
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per doz. ; 4 tines, extra heavy, wooden D 
handle, $18.99 per doz. 

Manure forks, 4 tines, strapped, 4% ft. 
handle, $13.50 per doz.; 5 tines, strapped 
ferrule, $17.29 per doz. 

Hay forks, tines, 5% ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 5% ft. handle, $14.75. 

Furnace Scoops.—Most of the demand 
for scoops is confined to futures, and 
jobbers say that the demand is on the 
whole very satisfactory. 

Hollow back furnace scoops, $10.53 per 
doz.. less 5 per cent for bundle lots. Riv- 
eted back furnace scoops, $14.21 per doz., 


less 5 per cent for bundle lots. 

Hammers.—New prices were put into 
effect during the week by some of the 
local jobbers. The sale of hammers is 
at present very good, jobbers say, 
although many of the large factories 
are reported far behind on orders. 

Nail hammers, drop forged steel, polished 
hickory handles, 1 Ib. 4 oz., $20 per doz.; 
Ladies’ hammer, cast iron, full polished, 
11 in. varnished handle, $1.15 per doz.; 
same, nickel plated, $1.65 per doz.; Up- 
holsterer’s hammer, cast iron, nickel plated, 
12 In. varnished handle, $1.60 per doz.; 
Tack hammers, with claw, cast iron, pol- 
ished head, $1.50 per doz.; Magnetic tack 
hammer, polished steel, horse shoe pattern, 
magnetized, $5.25 per doz.; ‘“‘Robertson’’ 


horse shoe magnetic hammers, polished 
tool steel head, $5.80 per doz. 
Ball Pein Machinists’ hammers, drop 


forged steel, face sides and pein polished, 
hickory handles—4 oz., 6 oz., 8 oz. and 
12 oz., $13.20 per doz.; 16 oz., $13.75 per 
doz.; 20 oz., $14.85 per doz. 

Riveting hammers, drop forged steel, 
hickory handies, 4 oz., $10.40 per doz.; 
7 oz., $10.90 per doz.; 9 oz., $11.40 per doz.; 
12 oz., $11.90 per doz.; 15 oz., $12.40 per 
doz.; 1 Ib. 2 oz., $13.40 per doz.; 1 Ib. 6 oz., 
$14.40 per doz. 

Tinners’ setting hammers, square, forged 
steel, hickory handles, 8 oz., $11.40 per doz. 


Hack Saw Blades.—New quotations 
became effective durirg the past week 
on hack saw blades, which are being 
quoted now as follows: 


Star hack saw blades, regular tooth, 6 
in., $5.25 per gross; 7 in., $5.62 per’ gross; 
8 in., $6 per gross; 9 in., $6.75 per gross; 
10, in., $7.50 per gross; 12 in., $9 per gross; 
fine tooth blades, 6 in., $5.25 per gross; 7 
in., $5.62 per gross. 

Hay Hooks.—Spring orders are re- 
ported to pay quite a little attention to 
hay hooks. New quotations are given 
herewith. 

Hay hooks, 8 in., $3.75 per doz.; Case 
hooks, octagon tool steel, long tapered 
points, hickory handles, steel ferrule held 
by rivet, $10.26 per doz.; Case hooks, octa- 
gon steel, 10 in., $5.25 per doz. 

Ice Skates.—Futures on ice skates 
are reported to be improving. There 
is still apprehension being felt in some 
quarters about a shortage this winter. 

Ice skates, runners of cast steel, polished, 
$1.04 per pair; ladies’ style, 3 Men's 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies, same, $1.83 
per pair. Hardened steel blades, nickel 
plated, $1.88 per pair; girls’, same, $2.48. 
rempered steel blades, extra polished, full 
hickel plated, all sizes, $2.75 per pair. 

Lanterns.—The demand for lanterns 
still continues active and the supply 


short. Prices are unchanged. 
Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 


fanterns, $10.25 per doz.; Junior Brass lan- 
erns, $18 per doz.; Bl ard tin lanterns, 








$14.25 per doz.; Buckeye Dash lanterns, 
1 25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns 
Plain lens, $19 per doz.; watchman’s mill 
interns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 


Linseed Oil_—The linseed oil market 
is in a very uncertain condition. Some 
of the large jobbers are reported to have 
said that the market is completely de- 
moralized as there is no level or fixed 
price. Buying is very dull. 

Spot quotations for nearby deliveries are 


HARDWARE AGE 


$1.09 for carlots; $1.12 for 5 bbi., and $1.15 
for less than 5 bbi. lots. Futures are being 
quoted from $1.07 to $1.09. Boiled oil is 
2c. extra, double boiled oil is 3c. extra and 
oil in half barrels is 5c. extra. 


Nails.—There has been little appre- 
ciable change in the local nail market. 
Local stocks are very poor. It is re- 
ported that three of the large rod mills 
are practically shut. down and that the 
general outlook as far as nails is con- 
cerned is rather pessimistic. 

Current prices prevailing in this section 
vary considerably. For wire nails the prices 


range from $6.75 to $8 base per keg. For 
cut nails (which are almost off the local 
market entirely), prices range from $8.25 


to $9.75 base per keg. It should be further 
noted that only small lots are obtainable 
anywhere in this section. 

Wire brads and nails in 1-lb. packages 
are quoted by local jobbers 60 and 10 per 
cent Quarter lb. papers take a discount 
of 60 and 10 per cent. Galvanized nails, 
25-lb. boxes, 4D, $10; 6D, $9.90; 8D, $9.80 
10D, $9.75; 20D, $9.70. Galvanized roofing 
nails, 1x12, $11; plain roofing nails, 1 x 12, 
$9.20. 

Naval Stores.—There has been an al- 
most daily recession in the naval stores 
market. The price on turpentine, yard 
basis, is now 1.30 per gal. This change, 
however, reflects the keenness of local 
competition rather than any real pri- 
mary influence. Rosin is also down 
probably for the same cause. Rosin on 
a basis of 280 lb. per barrel is B to H 
grades, $12.90, and from I to WW 
grades, $13. 

Nut Cracks.—There is a good demand 
locally for nut cracks, some of the local 
jobbers report, which are quoted as 
follows: 

Nut crack set, steel nut crack, 5 in., with 
spring, 6 picks, $3.60 per doz. sets. Cast 
iron, nickel plated nut crack, 65c. per doz. 


Iron crack, aluminum finish, with tabk 
clamp, $12 per doz Cast iron, japanned 
with 10-in. wooden base, $4.80 per doz. 


Rope.—There is only slow buying in 
the local rope market. No _ price 
changes are expected, jobbers say, for 
at least six weeks. Business is said to 
be “just drifting along.” 


Jute rope, No. 1, 21%c. 
20%c. to 21%c.; jute twine 
grade, 32c. to 37c.; 


to 22%c.; No. 2, 
wrappings, best 
India hemp twine, 6-in., 






26c. to 28c. Manila rope, best grade, 28c. 
to 28%c.; hardware grade, 25c. to 26%c.; 
bolt rope, 33c. to 33%c.; sisal rope, pure, 
%-in., 19c. to 22%c.; lath yarn, first grade, 
20c. to 21e. 


Saw Handles.—New prices are quoted 
herewith. 


Beech wood saw handles, for 26-in. saws, 
$4 per doz.; Apple wood, same size, $6.25 
per doz.; same as last, better grade, $10.25 
per doz.; saw handles for one-man cross- 
cut saw, not bored, $2.75 per doz.; compass 
saw handles, beech wood, not bored, $2 
per doz. 

Screws.—Several of the local jobbers 
announced during the week new dis- 
counts on screws which are quoted here- 
with. The demand for screws is said to 
be very good, although there is a short- 
age in many sizes. 

Assorted wood screws, bright, 12c. per 
Ib.; dowel screws, 1'/2 in., bright Iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
same in brass, 95c per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100 
$3.50 per box; flat head, bright, 67'/sc.—15 
per cent; same, galvanized, 52'/oc.—15 per 
cent; round head iron screws, blued, 65c.— 
15 per cent; same, nickeled, 55c.—15 per 
cent; round head brass screws, 57'/2c.—15 
per cent; flat head brass screws, 60c.—15 
per cent; round head nickeled brass screws, 
52'/.c.—15 per cent; machine screws, iron, 
50c.—10 per cent; same, brass, 50c; thumb 
screws, list pilus 20 per cent.; iron set 
screws, 40c. 
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Slaw Cutters.—New prices became ef- 
fective during the week on slaw and 
kraut cutters as listed herewith. 


Slaw cutters, hardwood, adjustable 
knives, 6/gx 16/2 Iin., with one Knife, $6 
per doz.; same with two knives, measures 
6g x 18 in., $8.50 per doz.; same with three 
knives, measures 7 x 21 in., $13 per doz. 


Strainers.—New prices are given on 
strainers, which are in good demand, 
jobbers say, at the present time. 


Tea strainers, 14 in. deep, 40c. per doz; 
same, 1/2 in. deep, made of fine twilled 
cloth, 55c. per doz. Wood handle strainers, 
plain wire cloth, 16 mesh, 2'/g in. deep, 70c. 
per doz.; 2/2 in. deep, 93c. per doz.; 3'/ in. 
deep, $1.05 per doz.; 4 in. deep, $1.20 per 
doz. Fruit and jelly strainers, 6 in. bowl, 
reinforced heavy wire handle, 12 mesh, 
$3.30 per dozen; 18 mesh, $3.75 per doz. 


Stove Pipe.—lInterest continues no1 
mally active for the line, with prices 


steady. 

Stove pipe, 4-in., $3.75 per doz. lengths 
5-in., $4.25 per doz. lengths; 6-in., $5 per 
doz. lengths. 

Elbows, 4-in., $2.75 per doz. lengths 
{44-in., $2.95; 5-in., $3.15. 

Shovels.—The demand for shovels 
is held more or less by future orders 
There seems to be very little present 
demand at this time. 

Square and round point shovels, No. ° 
size, D and long handles, full polished 
plain back, $15 per doz. Black shovel 
same as above, $14 per doz. “Oliver Ames” 
brand, same description as above, $18.46 
per doz.; “Maynard pattern, No. 2 size 
solid socket shank, high carbon steel, full 


polished, $19 per doz Prices on other size 


vary according to size. 
Snow Shovels.—The future demand 
for snow shovels is very good, jobbers 
report. Local stocks are said to be 
far from plentiful. 
Prevailing f.o.b. 


prices New York ars 


2 riveted steel snow shovels, 14x 11% in 
blade, $9 per doz.; 2 riveted steel snow 
shovels, 15x11% in. blade, long squar: 
handle, $11.25 per doz. Galvanized, 21x 
16-in. blade, reinforced back, straight! 


handle, $17 per doz 

Snow pushers, 24 
loz.; snow pusher, 3f 
per doz 


Side Walk Scrapers.—As is the case 


x13x1%-in., $32 per 
»>x 13% x 1%-in., $3 


with both shovels and snow shovels 
side walk scrapers are more or less 
confined to futures Jobbers_ say, 


however, that the nuniber and quality 
of future orders they are receiving is 
very satisfactory. 

prices f.o.b. 
64%x5'% blade, 

Solid shank, extra quality 
7x6 blade, 4-ff. handle, $7.59 per doz 
Extra heavy socket, .7x6 blade, 4-ft 
handle, $10.40 per doz. 

Wire Products.—There continues to 
be.a very strong demand in the loca! 
market for wire goods of all kinds 
In some items there is still a very 
acute shortage. Better shipments are 
promised, but very little materialized 
during the past week. 


New York are 
4-ft. handle, 


Prevailing 
Solid shank, 
$6.25 per doz 


Barbed wire is being quoted at $7 per 
190 Ib. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 Ib Twist 
wire, 12 gage, is $7 per 100 Ib 

Dull galvanized screen wire, 12 mesh 
from New York stock, $3 30 per 100 sq. ft 
13 mesh, extra heavy, $5 per 100 sq. ft 
Bright galvanized wire and copper edge 
(Pearl Wire), 12 mesh, $4.50 per 100 sq. ft 
12 mesh, heavy, $6 per 100 sq. ft. Copp 
wire, 14 mesh, $11 per 100 sq. ft Poultr 
netting, 30 off list 

Annealed wire, plain, in stones, No. 16 
rage, is $9 per 100 Ib.; No. 17 gage, $9.40 
per 100 Ib.: No. 18 gage, $9.75 per 100 Ib 
No. 19 gage, $10.25; No. 20 gage, $10.75 
No. 24 wage, $12.50 Galvanized wire in 
tones, No 16 gage $1185 per 199 Ib No 
17 wage. $12.50: No. 18 gage, $12.25; No. 19 
gare $14.25: No. 20 gage, $15.25; No. 24 
wae 416 per 100 Ib 





Office of HARDWARE AGE, 
Chicago, October 6, 1920. 

Conditions surrounding the Chicago 
market are practically the same as 
at last report. There are some cancel- 
lations in evidence, the wisdom of which 
is questionable. 

Many argue that it is because prices 
must come down. But there are many 
others who feel that it is a very dan- 
gerous practice. The calculation of the 
future is always attended with marked 
uncertainty and that is just as true now 
as at any time. Orders are not being 
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the price changes will be of a gradual 
character. 

Automobile Accessories.—There is 
less buying in accessories, due no doubt 
to the season being well advanced. 
There seems to be better movement of 
all lines from the factories and gener- 
ally enough goods to take care of all 
orders. Prices are just a little un- 
steady with some firms announcing spe- 
cial offers for limited periods on their 
lines. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Twin cylinder foot pumps, $1.25 to 
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wood handles is holding up production. 
Prices are the same. 

We quote from jobbers’ stocks f.o.b 
cago: Single bitted first quality biack 
axes, 3 Ibs. to 4 lbs., $17.50 base; double 
bitted black axes, first quality and un- 
handled, $23.50 base. 

still 


Alarm Clocks.—Merchants are 
clamoring for alarm clocks and finding 
it next door to the impossible to get 
them. Standard makes are way behind 
in production. There are some cheaper 
grades on the market but they are not 
overly plentiful. The price situation 
stays stiff. 


Chi- 


Hesitation Continues; the Real Test of Prices Yet to Come 


The falling off in buying of iron and 
steel is more pronounced and thus the 
developments in prices have been 
meager. The hesitation and uncer- 
tainty that have marked the motor 
car industry are now appearing in 
some degree in the agricultural imple- 
ment trade, which only recently was 
said to be taking up enough steel to 
balance what automobile makers were 
cancelling. Some implement steel has 
been held up and tractor companies 
in particular have been halted by the 
Ford announcement which was. re- 
cently made. 

All steel companies made much 
more steel than they booked in Sep- 
tember and nearly all shipped more 
than they produced. Yet the leading 
independent makers have _ business 
that will carry them through the year 
and are not reducing prices, since that 
would mark down much that is on 
their books. The real test of the mar- 


withdrawn because the goods will not 
be wanted—for they will be—but be- 
cause prices possibly may be lower. If 
all these orders are to be reinstated— 
and most of them will be—it may mean 
a demand that will leave many mer- 
chants short. 

Seasonable merchandise may _ be 
lower when the next season rolls 
around, but on commodities needed now 
or very soon there is grave doubt of the 
soundness of the cancellation policy. 

3uying at present is more on a 
hand to mouth basis than during the 
summer. Actual declines are few and 
of little importance. Some lines are 
still very scarce and will be for weeks 
to come. 

Despite some curtailment in business 
there seems to be a fair demand for 
most items. Jobbers are not having 
poor business by any means and the 
retailer finds that trade is holding up 
well. People have money and_ they 
have not stopped spending it. 

Hardware is going to make the rec- 
ord of being the last line to come down 
in price. It was the last to ascend and 
it is going to be the last to go down the 
hill. And it seems almost certain that 


(From the Iron Age) 
ket looked for at the turn of the 
year. 

A verified sale of several thousand 
tons of plates for car work at 3c., 
Pittsburgh, has been widely discussed. 
The same buyer also closed for 8000 
tons for Pere Marquette cars, paying 
in this case 2.65c., Pittsburgh, fo. 
plates, 2.45c. for shapes and 2.35c. for 
bars. In the Chicago district the 
Steel Corporation also sold 7500 tons 
to a car company at its regular prices. 

Prices for rails for 1921 are not 
likely to be named by the Steel Cor- 
poration or the other makers until 
late December. Predictions as to the 
corporation’s figure for open-hearth 
rails range from $42 to $55, as against 
$47 to-day. 

Rail reservations in the East are 
put at 400,000 to 500,000 tons. For 
some time those in the Chicago dis- 
trict and further west have been esti- 
mated at 1,000,000 tons. 


jacks, No. 36, $2.15 each; 
Horns, $3 each; Howe Spot 
Lights, $3.65 each; Weed chains, 30 x 3%, 
per pair, 25 per cent less than dozen 
pairs; large quantities 334% off. Rid-O-Skid 
chains, $2.75 per pair; inmer tubes, red, 30 x 
3%, $2.95 each; grey, $2.25 each; Lyon’s 
bumpers, $9 each. Bethlehem spark plugs, 
porcelain type, less than 100, 56c each; lots 
of 100, 54c¢ each; lots of 500, 5lce. each, and 
lots of 1000, 49c. each; Ford special type, 
lots of less than 100, 46c. each; lots of 100, 
isc. each; lots of 500, 44c. each, and lots of 
1000, 39c. each. Hercules Giant, lots of 1 to 
50, 65c. each; lots of 50 to 100, 621%4c. each; 
lots of 100 and upward, 60c. each. Her- 
cules Junior, lots of 1 to 50, 40c. each; lots 
of 50 to 100, 374%4c. each; lots of 100 to 
500, 25¢e. each; lots of 500 to 1600, 33%c. 
each; lots of 1000 and upward, 3lc. each. 
Splitdorf spark plugs, $9.50 doz.; $75 per 
100, $70 per 100 in lots of 500 or more, 
Hel-Fi standard plugs, lots of 1 to 100, 55e. 
each; lots of 100 to 250, 52c. each; lots of 
250 to 500, 50c. each; lots of 500 to 1000, 47c. 
each; lots of 1000 and upward, 45c. each. 
Hel-Fi Tractor Special, lots of 1 to 100, $1 
each; lots of 100 to 250, 95c. each; lots of 
250 500, 90c. each; lots of 500 to 1000, 
874%4c. each; lots of 1000 and upward, &5c. 
each. A. C, Titan plugs, 63c. each: A. C. 
Cico plugs, 48c. each; Champion X, 59c. 
each; Champion O, 62c, each; Champion 
Heavy Duty, 73c. each; United Plugs, 
Junior, small lots, 40c. each; lots of 100 or 
over, 37%e. each; United Giant Heavy Duty, 
small lots, 60c. each; lots of 100 or over, 
57%c. each, 


is 


$1.30; Simplex 
Stewart Hand 


$0 


Axes.—There is no oversupply of 
axes. The market remains active with 
heavy orders still coming in and no 
house being in a position to ship large 
lots of popular sizes. The scarcity of 
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September pig iron statistics bear 
out the expectation of an increase. 
The output was 3,129,323 tons, or 
104,310 tons a day, comparing with 
3,147,402 tons in the 31 days of Au- 
gust, or 101,529 tons a day. The Sep- 
tember rate was the highest since 
February, 1919, excepting March of 
this year. 

October is likely to exceed Septem- 
ber in production. Eighteen furnaces 
blew in in September and 10 went out, 
the estimated capacity of the 319 fur- 
naces active on Oct. 1 was 106,220 
tons a day, against 104,265 tons a day 
for 311 furnaces one month previous. 

The fuel movement is by no means 
satisfactory and there is little promise 
of betterment. Sixty per cent of cars 
placed at western Pennsylvania coal 
mines are now being loaded for the 
Northwest. This keeps coke prices 
high and sets a limit to the pace and 
the extent of recession in pig iron. 


We quote from jobbers’ stocks, _f.o.b. 


Chicago; Big Ben and Baby Ben, $28.75 per 
doz.; America, $13.96 per doz.; Lookout, 
$17.02 per doz.; Sleepmeter, $18.48 per doz. 
Jack O'Lantern, $29.26 per doz.; Ironclad, 
$22.41 per doz.; Boy Proof and Pocket Ben 
watches, $15.34 per doz.; Big Ben, $24.60 
per doz. 

Ash Sifters.—This is the busy season 
for ash sifters and the orders for them 
are heavy. Scarcity of galvanized 
sheets keeps the market stiff. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel sift- 
ers, $4.50 per doz.; galvanized rotary barrel 
sifters, $39.00 per doz. 

Builders’ Hardware.—Practically 
movement is recorded in builders’ hard- 
ware. The season is waning and no 
new construction work is being started 
so business is very light. There have 
been no new prices announced. 

Chains.—Although there has been an 
advance of 10 per cent in chains local 
jobbers are still selling on the old basis. 

Cutlery.—Business is excellent in 
cutlery. There seems to be little ten- 
dency to cancel in this field; in fact, 
concerns are clamoring for goods and 
are not only willing to let orders stand 
but are strenuously urging shipments. 
There will be a scarcity of all lines for 
winter trade as there is yet no indica- 
tion of any increased output. 


no 
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Eaves Trough and Conductor Pipe.— 
There will be no considerable movement 
in this material this season as_ the 
building activity for 1920 is past. There 
seems to be a universal disposition not 
to order for next spring in the hopes 
that prices will be better as the new 
season approaches. Quotations here 
are for immediate delivery. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage lap joint eaves trough, 5-in., 
$9.50 per 100 ft.; 29-gage corrugated con- 
ductor pipe, g-in., $9.50 per 100 ft.; 29- 
gage, 3-in. corrugated conductor elbows, 
2.16 per doz. 

Flint and Garnet Paper.—The situa- 
tion is normal with good supply and 
just the ordinary demand, with high 
prices still ruling. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flint paper 30 per cent off; garnet 
paper net, list, and emery cloth list pilus 
5 per cent. 


Files.—Prices are steady and there 
is fair business in files with stocks 
large enough to take care of all de- 
mands. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 40-10-5 per cent dis- 
count; New American, 50-10 per cent dis- 
count; Disston, 50 per cent discount; Black 
Diamond, 40-10 per cent discount. 


Furnace Scoops.—As is usual at this 
season there is lively demand for scoops 
and really not enough to meet the situ- 
ation. Prices are holding firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Hollow black furnace scoops, $11 
per doz.; Riveted black furnace scoops, $15 
per doz. Less 5 per cent for full bundles. 

Galvanized Ware.—Oil cans are the 
most seasonable number in galvanized 
ware and they are not moving as freely 
as they should. Retailers are waiting 
for lower prices but they may be wait- 
ing in vain. Tubs and pails are in bet- 
ter supply and most orders are being 
filled complete. Prices show no ten- 
dency to break. 

Glass.—Production is bigger in both 
plate and common window glass. And 
there is less demand, which makes the 
situation quite easy in glass. The sea- 
son is about past. There has been no 
recession in prices. 

We quote from jobbers’ 
Chicago: Single strength A, all sizes, 
cent off; single strength B, first three 
brackets, 77 per cent off, all sizes; double 
strength A, 79 per cent off. Putty in 100-lb. 
kits, $4.25. Glaziers’ points, No. 1, No. 2 
and No. 3, 1 doz. to pkg., 65c. 


Handles, Wood.—The scarcity has 
not been overcome and prices are stay- 
ing high with an active demand _ all 
down the line. 


We quote fr6ém jobbers’ stocks, f.0.b. 
Chicago No. 1 hickory axe handles, $4 to 
$4.25 per doz.; No. 2, $3 to $3.25 per doz 
Second growth hickory axe handles, $6 to 
$6.50 per doz.; extra quality hickory axe 
handles, $5 to $5.25 per doz.; No. 1 hatchet 
and hammer handles, 85c. to $1 per doz 
second growth hickory hatchet and hammer 
handles, $1.60 to $2 per doz. 


Horse Clipping Machines.—Business 


? 


f.o.b. 
7 per 


stocks, 


MUTT LUTHER 


CHRONICLING 
EVER HELD. 


FAITHFULLY 
SCORES OF SPECIAL FEATURES 
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stays good in horse clipping machines 
with no change in the quotations. 

Hose.—Practically no hose is being 
sold. The new prices have not been 
announced. 

Hods, Coal.—The demand is large 
with not quite enough goods to take 
care of the rush of orders. 

We quote 


from jobbers’ stocks, f.o.b 
Chicago: Japanned open hods, 17 in., $5.50 
per doz.; 18 in., $6.15 per doz.; japanned 
tunnel hods, 17 in., $7 per doz.; galvanized 
open hods, 17 in., $8.50 per doz.; 18 in 
3¥.25 per doz.; galvanized funnel hods, 1 
in., $10.50 per dog.; 18 in., $11.35 per doz 

Ice Skates.—There is a greater de- 
mand for ice skates than the wholesaler 
is able to fill. Probably this condition 
will vary little this season. Prices stay 
firm. 

We quote 


from jobbers’ stocks, f.o 
Chicago: Cast steel, $1.05 to $1.35 per pair 
Hockey skates, $1.45 to $1.90 per pair; Hard- 
ened steel blade nickeled skates, $1.90 to 
$2.50 per pair; tempered steel blades 
polished full nickel plated, 75 
per pair. 

Lanterns.—Probably there will be no 
relief in the lantern situation for weeks 
to come. Orders are still rolling in and 
manufacturers are not making very 
satisfactory production records. The 
price quotations are firm. 

Nuts and Bolts.—Dealers are not 
waiting for lower prices on nuts and 
bolts, the demand being as active as it 
has been at any time with not enough 
to anywhere near take care of demands. 
The price situation remains very firm. 

We quote from jobbers’ stocks, 
Chicago: Machine bolts up to % x 4 
per cent off; larger sizes, 10 per cent off; 
carriage bolts up to % x 6 in., 15 per cent 
off; larger sizes, 5 per cent off; coach or lag 
screws, gimlet points, square head, 30 per 
cent off; hot pressed nuts, square or hexa- 
gon caps, 50c. off per 100 Ib.; stove bolts, 
50 per cent off. 


Nails.—Merchants 
still asking for nails and it gets little 
farther than asking. There is a short- 
age in production that is far-reaching, 
and even with a marked improvement 
would keep the market keenly alert for 
weeks or months to come. Small ship- 
ments are being made. 

We 
Chicago: 
base 

Rope.—There is probably less 
mand for rope than there was a month 
ago. There has been no change in 
price since the announcement of ‘ce. 
per pound advance two weeks ago to 
take care of increased carrying charges 
due to the advance in freight rates. 

We quote from stocks, f.o.b 
Chicago No 1 Manila rope. standard 
brands in full coils, 28%4c. per Ib.; No. 2, 
27\%c. per Ib.; No. 1 Sisal rope full coils, 

1914,¢. per Ib.; No. 2, 17\4c. per lb., and No 
3, 1514¢. per Ib. 

Paints and Oils.—Linseed 
tinues its course downward, 
decline of five points since last wee 


extra 


$2.75 to $ 


1.0.0 
in., 20 


everywhere are 


f.o.b 


keg 


jobbers’ stocks, 


nails, $4.45 per 


quote from 
Common wire 


de- 


jobbers’ 


oil con- 
taking a 
| 


Ky 
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cr a drop of 10c. in the past two weeks. 
Other staples remain the same. 
ness is good in paints and oils. 

Wi 
Chicago: 
gal.; 
per gal 
91.25 per gal.; 
lolec. per Ib 

Roofing Paper.—While 
fallen off there has 
prices. 

We 


3usi- 


quote trom 
‘ure linseed oil raw, 
boiled, $1.35 per gal.; turpe 

denatured alcohol in f 
white 


jobbers’ 


lead in 


has 
easing 1n 


demand 


been no 


quote fron obber 
Certainteed roofing, 
Sy.; 2-ply, $2.64 per sq.; “ 
Major roofing, 1-pls 


$2.24 per 


21 


z-ply, 


per sq.; 

$5.68 per 
per ton 

Steel Sheets. 


The 
barren in l 


steel sheets 
very 


market continues 


and there is no 
Every dealer 
and if any 


of at 


promising outlook. 


i for 
bought it is at a 


- \ 
‘ une 
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premium least 
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Solde: 
the 
sharply, this 
being the second in the past two months 
and being of sufficient size to 
amount to something. 


Solder. 
have hit 


and lead 
downward 


products 


t 
quite 


trail 


week’s decline in solder 


really 


from obbers 
Warranted 505 
per Ib le 


quote 
Chie 

Cases, 
per Ib 

Stove Boards.—There is a continu 
ance of the scarcity in stove boards and 
a surplus of orders with prices holding 
firm. 

We quote from jobbers’ 
Chicago: Wood lined crystal 
24 x 24, $13.60 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, $21.30 
per doz.; 33 x 33, $25.50 per doz.; 36 x 36 
330.50 per 

Stove Pipe.—One of the leading ques- 
tions in the hardware world is “where 
can I get stove pipe?” The market is 
almost wholly bare with no one having 
enough goods on hand to keep them 
supplied for the season. The shortage 
bids fair to continue for a long time. 
Prices cannot be quoted as the situation 
is such that if any are to be had they 
are at a premium which makes quota 
tions a mere formality. 


stocks, f.o.b 
stove boards 


Screws.—The hardware world is look 
ing for screws and not finding any 
great quantity. Small bright screws 
are particularly short. Quotations are 
strong. 


We quote fron jobber stocks, f.o.1 
Chicago: Flat head bright screws, 6714-2 
off; round head blued, 65-20 off; flat 
japanned 65-20 off; round head brass 
20 off, and flat head bra 57%-20 off 


Wire Cloth.—There is 
wire cloth now. The season is past and 
until next year’s prices are out there 
will be no future Quotations 
given now are for immediate delivery. 


no business in 


orders. 


Jobbers’ Convention Number 


CONVENTION 








Office of HARDWARE AGE, 
Boston, Oct. 9, 1920. 

F OR the first time since the period 

following the signing of the armis- 
the local hardware market shows 
signs of a downward tendency. It is 
hardly fair to state that any down- 
swing in prices is fully under way, for 
it is not, but since last reports several 
declines in prices have taken place. The 
declines in most cases, to be sure, are 
unimportant, yet in one instance, that 
of iron and steel, the reduction in 
values is significant. Most people con- 
nected with the wholesale and retail 
hardware business are reconciled to the 
fact that prices probably will go lower, 
but practically everybody feels that the 
decline will be very slow and orderly 
and therefore it will not be as disturb- 
ing as it might. otherwise. For that 
reason the price reductions noted this 
past week have not surprised the trade, 
and everybody is going ahead as 
though conditions were unchanged. 

Retail buying of shelf hardware dur- 
ing the past week has held up remark- 
ably strong. The buying embraces all 
kinds of seasonable fall goods and is 
of a conservative character, yet in the 
aggregate is impressive. All of the 
local jobbers did a larger gross busi- 
ness last month than they ever before 
did in September, and most of the re- 
tail dealers fared as well, although in 
some localities the consumptive demand 
dropped off noticeably in the closing 
days of that month. Generally speak- 
ing, the manufacturers of shelf hard- 
ware are making much better ship- 
ments to this market, consequently the 
jobbers are in a better position to fill 
orders. There are, however, a number 
of things, notably nails of all kinds, 
that remain in short supply, and there 
is nothing that indicates much improve- 
ment in this respect the balance of the 
year at least. 

The heavy hardware business, which 
appeared to slow up a little during the 
latter part of last month, has appa- 
rently taken on a new lease of life. 
Just how long the increased demand 
will hold is a matter of guesswork, but 
certain it is that October, if conditions 
continue as they are, will be a banner 
month with a majority of the larger 
houses. The wholesale trade is by no 
means uneasy regarding the future of 
the market, the common belief being 
that any decline in the consumptive de- 
mand or prices .will be but temporary 
and to a very large extent based on 
political uncertainties. The rank and 
file of wholesale and retail handlers of 
heavy hardware are confident that with 
the elections out of the way business 
will be excellent. 


tice, 


Ammunition.—Local jobbing quota- 
tions on drop shot have been reduced 
l5c. per bag. The decline is based on 
the recent reduction in the cost of pig 
lead. 


We quote from jobbers’ stocks: Drop 
shot, smaller than B, $2.70 per bag. B and 
larger, $295 per bag. Air rifle shot, in 
tubes, $4.85 per case 
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Automobile Accessories.—No changes 
in prices for automobile accessories are 
reported this week, but indications are 
that those on tires will be cut within 
the near future. One of the leading 
tire makers has reduced prices from 15 
to 20 per cent, the reduction ranging 
from $3.50 on the Ford car size to $50 
on the large size. 

Axes.—Some axes are being shipped 
from stock every day, but as noted in 
previous reports the demand is below 
normal, the retail hardware dealers be- 
ing inclined to buy in a hand-to-mouth 
manner because of prices asked. Ac- 
cording to the manufacturers, there is 
little likelihood of any price reduction 
this year at least. 

We quote from jobbers’ stocks: Single 


bit axes, standard, $20 per dozen base; 
double bit axes, $24.50 per dozen base. 


Bolts and Nuts.—Bolts and nuts are 
coming forward more freely from the 
mill, but mostly in small lots of each 
size. The largest single consignment 
we hear of this week is one of 10,000 
4 -in. stove’ bolts. The demand for both 
bolts and nuts appears to have taken 
on a new lease of life, jobbers report- 
business as excellent, and in view 
of this fact and prices quoted by the 
mills, local hardware interests are of 
the opinion that the Boston market, at 
least, will remain on a firm basis dur- 
ing the balance of 1920. 


We quote from jobbers’ stocks: Machine 
bolts with H. P. nuts, all sizes, list plus 
15 per cent; bolt ends with H. P. nuts, list 
net; machine bolts with C. & T. nuts, all 
sizes, list plus 25 per cent; tap bolts, list 
plus 3C per cent; common carriage bolts, all 
sizes, list plus 25 per cent; stove bolts, 
larger lots, 50 per cent; smaller lots, 40 per 
oes: nuts, H. P. square blank and square 
tapped, = =aEOR blank and tapped, list plus 


be. ; C. & T. square blank and tapped, 


tappe od and ‘hexagon blank and tapped, list 
plus 6c.; extras of lc. to 5c. per lb. are 
charged for less than keg lots. Semi- 


finished hexagon nuts, 9/16-in. and smaller, 
20 ‘per cent; 5g-in. and larger, 20 per cent; 
finished case hardened nuts, 26 per cent. 


Bottles.—Shelf hardware houses say 
that vacuum bottles are selling satis- 
factorily. Stock is still. coming for- 
ward from the manufacturers slower 
than anticipated, due to the fact that 
they are having difficulty in securing 
glass fillers in sufficient quantities. 
The demand for all steel bottles appa- 
rently is in excess of all expectations, 
and although the manufacturers are 
living up to contracts, the jobbing trade 
is having more or less difficulty in sup- 


plying wants. Aluminum hot water 
bottles are in light supply. Jobbers 
have had sizable orders placed with the 


manufacturers for some time, but the 
latter say they will be unable to ship 
same until December. There appears 
to be plenty of other kinds of hot water 
bottles on the market to supply all re- 


quirements. 


stocks: Thermos 
pints, $3.25 list; 


We quote from jobbers’ 
bottles, brown steel case, 
quarts, $5.25. Corrugated nickel, pints, 
$4.50: quarts, $6.75. Smooth nickel, pints, 
$5: quarts, $7.25 Discount 25 and 10 ner 
cent. Ferrostat, quarts, black finish. $10; 
2-quarts, $15; quarts, leather finish, $11; 2- 
quarts, $16. Discount 30 per cent. 

Hot Water Bottles.—Cello. No. 200. $3: 
No. 250, $3.50; No. 300, $5. Discount 36 per 
cent. 


Chain.—Local quotations on proof 
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coil self-colored chain appear to be 
much nearer than they were a week or 
ten days ago, due largely to the fact 
that additional jobbers have received 
stcok from the manufacturers, which 
cost more money than heretofore, con- 
sequently local prices in most instances 
have had to be revised upward. 


We quote from jobbers’ stocks: Proof 
coil self-colored chain in cask lots, 3/16 
in., $16.95 per, 100 lb.; % im., $15.75; 5/16 
in., $13.55; % in., $11. 65; 7/16 in., $11.35; % 
in., $11.05; % in., 10.60; M% in., $10.45; % 
in., $9.95; 1% in. und 1% in., $9.40. Extras 
for BB, BBB, twist and long link chain. 


Coaster Wagons.—The demand for 
coaster wagons is running well ahead 
of last year’s record. Local stocks are 
in fairly good shape generally speak- 
ing, but some houses report having 
difficulty in getting sufficient supplies 
from the manufacturers to fill all or- 
ders. 


We quote from jobbers’ stocks: 33% per 
cent discount; from manufacturers’ stocks, 
in ful! crates, 40 per cent discount. 


Cooking’ Ware (Glass).—According 
to reports here the demand for pyrex 
glass cooking ware exceeds the supply. 
It is evident from orders being received 
here that retail hardware dealers this 
year will handle more cooking ware in 
frames for the holiday trade than ever 
before. Some of the manufacturers of 
other kinds of glass cooking ware have. 
advanced prices materially, so the mar- 
ket on this class of merchandise is more 
uniform than it has been before this 


year. 
We quote from jobbers’ stocks: Casse- 
roles, round, 1-qt., $1.75 each; 1%-qt., $2.5) 


each; 2-qt., $2.50 each. Baking dishes, un- 


covered, 1-qt., $1 each; 1%-qt., $1.25 each: 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 


$1 to $1.75 each. Custard cups, 25c to 35c 
each. Ramekins, 20c each. Jobbers’ terms 
are 30 per cent off list. 


Drills.—During the past week quite 
a number of drills have been offered on 
the local market at prices which repre- 
sent a considerable reduction. Offer- 
ings of high speed drills have been es- 
pecially free. These offerings, however, 
are in small lots, and it is understood 
they represent stock that has been 
picked up here and there from Govern- 
ment sales. Insofar as we are able to 
discover prices on regular stock are 
just as firm as ever notwithstanding 
the fact that the consumptive demand 
has fallen off quite a little during the 
past month or so. 


We quote from jobbers’ stocks: Carbor 
drills, sizes up to 1% in., ‘straight shank, 
40 per cent discount; bit stock drills, 40 
per cent discount; blacksmiths’ drills, 4 


per cent discount; ‘cente r drills, 40 per cent 


discount: drills and countersinks combined, 
list’ ratchet drills, list; wood boring brace 
drills, 40 per cent discount; high speed 
drills, price on application; all other kinds 


i? per cent discount. 

Electrical Goods.—Electrical goods, 
such as toasters, grills, waffle irons, etc., 
are selling much more freely than they 
were at this time last year. It was not 
so long ago that the average hardware 
dealer was decidedly adverse to han- 
dling such merchandise, but in recent 
years they have gone in for them on 4 
constantly growing scale. Local stocks 
on most things are ample for all re- 
quirements but certain jobbers fee! that 
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unless -the manufacturers do better in 
the matter of shipments there will be 
a shortage before the Christmas holi- 
day trade sets in. 

Heaters.—During the past week most 
parts of New England have had a taste 
of real fall weather. The truck gar- 
deners and farmers have been bothered 
with frosts and the average day has 
been cloudy and winterish. It is not to 
be wondered at, therefore, that retail 
dealers have enjoyed a good consump- 
tive demand for oil heaters. Some re- 
tail houses say they have sold more 
heaters during the past week than they 
have before this season. The jobbing 
firms are not getting in stock as freely 
as they desire, consequently their ship- 
ments have been somewhat backward. 

We quote from jobbers’ stocks: Nesco 
Perfect heaters, No. 15, japanned trim- 
mings with steel reservoir, $5.18 net each; 
No. 016, nickeled trimmings with steel res- 


ervoir; $6.37; No. 1600, nickeled trimmings 
with brass reservoir, $7.28. 


Horseshoes.—The fall buying move- 
ment of horseshoes is on in full swing, 
according to the jobbing trade. Local 
supplies are ample for all requirements, 
but indications are that the wholesale 
houses will make a good clean-up this 
season. Prices are reported as very 
firm and unchanged. 


We quote from jobbers’ stocks: Standard 
makes in 100-lb. kegs to dealers in Maine, 
New Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7.50 per keg base. 
Base prices are for No. 2 or larger. To 
Connecticut blacksmiths and consumers the 


base price is $7.25 per 100-lb. keg. No 
freight is allowed on store shipments. 
Fancy Shoes.—Side weights, $12.50 per 


keg: track side weights, $12.75; toe weights, 
$11.25: steel shoes, $9.75; toe creased, 
$8.25: side wear, $10.25: caulked, $975 
extra light calked, $10.75; iron counter- 
sunk, $8.75; steel countersunk, $19.50; tips 
$9.75: light driving, $9.75: featherweights 
$9.75: mule, $8.50; all 50c 
per keg extra. 

Welded Toe Caultks.—Dull. $2.25 per box 
sharp, $2.60; blunt heel, $2.50; sharp heel, 
$2.75. 


Iron and Steel.—The local jobbing 
base price on iron, soft steel and cold 
rolled steel bars, flats, angles, channels 
and tees and toe calk steel have been 
reduced 50c. per 100 Ib. The jobbing 
houses are now selling iron and steel 
for 5¥%c. that cost them 414c., which is 
a narrow margin of profit these days 
of high overhead costs. The demand 
for iron and steel is excellent, but this 
fact apparently has been outweighed 
by increased receipts from the mills, 
which most everybody says is the basis 
far the reduction in prices. 


lron.—Refined except as below, $5.50, 100 
lb. base; % and 9/16-in. round and square 





assorted , shoes, 


and 2%-in. round and square and larger, 
$6.40: 7/16-in. round and square and smaller 
$8: over 6-in. wide, $7.50. Jest refined 


$7.50: same extras over base for sma!l siz 
as refined Wayne, $9.50 Band iron, $8 
hoop, $9; Norway. $20. 

Steel.—Soft steel bars, except as below, 
$5.50 per 100 Ib.; base, %-in. to %-in. 
round and square, $6; 5/16-in. and smaller, 
$8: flats, $6.50: concrete-bars. plain. $5.50; 
twisted. $5.50: angles, channels and beams, 
$5 to $6: tire steel, $659 to $7: op n heerth 
spring steel, $11: crucible spring steel, $16: 
bands, $8 to $8.25: hoops, $9: cold rolled 
teel, $8 to $19: toe calk steel, $7.50. 


Ladders.—Local prices on Gem step 
ladders have been reduced approxi- 
mately 5c. per foot, following a reduc- 
tion of about 12% per cent in the manu- 
facturer’s price list. Step ladders of 
all kinds are selling well, and_ local 
stocks are in fairly good shape. 
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Lantern Globes.—There has been a 
slight decline in all but one style in the 
line of one of the leading manufactur- 
ers of lantern globes. 

Lead.—Following a further drop in 
the price of pig lead as quoted by the 
American Smelting & Refining Co., 
which is meeting stiff competition from 
foreign sources, the manufacturers of 
sheet lead have been able to reduce 
their price lists, and this fact is re- 
flected in the local wholesale market. 


We quote from jobbers’ stocks: Sheet 
lead, 16c. per lb. base. 
Poultry Netting. — Next = spring’s 


prices on poultry netting have been es- 
tablished as follows: 

We quote from jobbers’ stocks: Poultry 
netting, hexagon, galvanized, 30 per cent 
discount from the store list, and 35 per cent 
discount from the factory list. 


Rivets.—Although mill quotations on 
rivets have been advanced recently no 
change in local jobbing quotations is 
noted. Local supplies are still inade- 
quate, although receipts from the mills 
are better than they were a month ago. 
Jobbing houses had so many back or- 
ders to fill that fresh stock is absorbed 
about as fast as it arrives. 


We quote from jobbers’ stocks: Rivets, 
iron, small, 20 per cent discount; struc- 
tural, full keg, $6.70 to $6.85 per 100-Ib 
base. 


Screws.—Machine, cap and set, and 
wood screws are coming into the mar- 
ket a little more freely than they have 


been, which would indicate that the 
manufacturers are experiencing less 
difficulty in securing wire. The con- 


sumptive demand, according to local re- 
ports, holds up strongly and it will be 
some time before there is any real ac- 
cumulation of stock here. Those con- 
cerns that were quoting cap and set 
screws at higher prices than the aver- 
age house was, have revised their lists 
downward so that practically every- 
body in town is on an even price level. 
There are, however, exceptions. 

We quote from jobbers’ lists: 
screws, flat head bright, 67% per cent 
count: flat head blued, 67% and 5 per 
discount; round head blued, 65 per 
discount; flat head brass, 60 per cent 
count; round head brass, 57% per cent dis- 
count: flat head brass plated, 62%c. per 
‘ent discount: ground head nickeled, 55 per 
cent discount: flat head nickeled, 55 per 
cent discount: flat head galvanized, 5 
per cent discount. 

Coach screws, 16 per cent discount; set 
screws. 19 per cent discount and 25 per cent 
discount; cap screws, square and hexagon 
list, also 20 per cent discount; fillister. list 
plus 10 per cent discount; flat and round 
cap, list plus 25 per cent discount; tron 
machine screws, flat and round head, 40 
per cent discount: fillister, 30 per cent dis- 
count: flat and round head brass. 30 per 
cent discount: fillister, 25 per cent discount 

Skates.—Skates are being shipped 
out on order as fast as they are re- 
ceived, but in view of the fact that the 
manufacturers are backward on deliv- 
er‘es, the supply situation is not as sat- 
isfactory as appears at first blush. It 
is generally believed, however, that the 
manufacturers will make good in time 
to head off any shortage for the holiday 
retail trade. 


Wood 
dis- 
cent 
cent 
dis- 
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We quote from jobbers’ stocks: Allen 
Pollins Co kate tubular. aluminum fin- 
h, hockey and racer, $9 per pair. 


Sleds.— Comparatively few sleds have 
been received since last reports, con- 
sequently jobbers’ back order files ap- 
pear just as congested as ever. Manu- 
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facturers have intimated, however, that 
fresh consignments will be forthcoming 
within the near future, and the retail 
trade may expect to have at least a 
part of their orders filled if they so 
desire before the close of October. The 
leading manufacturers are beginning to 
see the light of day as regards business 
on their books, according to advices re- 
ceived here, and some of them have ex- 
pressed a willingness to accept business 
for late delivery at prices ruling at date 
of shipment, which would indicate they, 
at least, do not anticipate lower prices. 


_We quote from jobbers’ stocks: Flexiblk: 
Fliers, No. 1, $2.84 each; No. 2, $3.34: Ne. 
3, $4.34; No. 4, $4.67; No. 5, $6.34 Racer 
$4.50 Junior Racer, $3.67. The discount 
from jobbers’ stocks is 40 per cent on the 
Paris line. 


Stoppers.—Although a small item, it 
is interesting to note that most kinds 
of stoppers are enjoying a big demand, 
especially those largely composed of 
rubber. Retail hardware dealers say 
people to whom they sell vacuum bot- 
tles are always misplacing stoppers, 
and it is largely because of this trade 
that the local market is active as 
it is. 

We quote from jobbers’ stocks: Sampsons 
stopper, No. 2, to fit all Crown stopper bot- 


as 


tles, $1.80 per doz.; No. 3, to fit all hot 
water bottles, $3 per doz.; Nos. 6 and 7. to 
fit all vacuum bottles, $4.20 per doz. Dis- 


counts 30 per cent, or 30 and 5 per cent in 
sross lots. 

Solder.—Local jobbing quotations on 
solder have been reduced about 1c. per 
lb. to correspond with a similar mark- 
down in producers’ lists. 

Toys.—A local jobbing house this 
week received a car of iron and stee! 
toys, which was oversold at least 60 
per cent and which was reshipped on 
retail orders as fast as it was carted 
from the local railroad yard. This in- 
stance is expressive of local toy market 
conditions. The retail hardware trade 
is going in for toys this season on a 
scale never before realized, and Ameri- 
can-made product is riding along on a 
crest of popularity never before experi- 
enced. Toy tool chests are among the 
best sellers, and jobbers are experi- 


encing difficulty in covering require- 
ments. 

We quote from jobbers’ stocks: Erector 
No. 1, $1.34 each; No. 2, $2.45; No. 8, $3.67 
No. 6, $7: No. 7, $10; amateur wireles 
sets, No. 4004, $5.2 No. 4005, $10.50: solder 
ing cutfits $1 each better outfits, $2 
designer and toy maker, No. 8001, $1 each 
No. 8002, $1.67 

Motors—-No. P52 (two terminal batteries) 
$1.05 each; No. P54 (reverse motor), $3.10 
No. P58 (four terminal batteries), $1.58 
No. P60C (transformer), $5.25. 

_ Tool Chests.—-No. 705. $2.45 each; No. 716 
$5.50; No. 715, $5 The other number 


from $7 

Traps.—Traps are selling very satis 
factorily and young New England is 
anxiously waiting for the time to coms 


range in price to $35 each 


when he can get out into the woods 
after game. The game trap demand, 


however, is not confined to youth, if 
all we hear is true. Private reports 
from Maine are that there will be ar 
unusual amount of trapping in that 


state this season, which probably ex 
plains why so many of the Maine retai 
hardware dealers are buying traps a 
freely as thev have been. Orders from 
New Hampshire and Vermont retail 
dealers also are large in the aggregate 
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We quote from jobbers’ stocks: Victor, 
with chains, No. 0, $1.71; No. 1, $2.01; No. 
1%, $3.05; No. 2, $4.21; No. 3, $7.15; No. 
4, $8.66. é 

Jump Traps, with chain, No. 0, $2.37; 
Wo. 1, $2.75; No. 1%, $4.12; No. 2, $6.50; 





No. 3, $8.87. 

Blake Traps, With chains, No. 0, $2.18; 
No. 1 20; No. 1%, $3.75; No. 2, $5.62; 
No. 3, $7.50; No. 4, $8.75 


Washers.—The local market appears 
to be amply supplied with most kinds 
of washers. Sizes that were unobtain- 
able two months or so ago can now be 
had in almost any quantity desired. 
Prices are reported as steady and un- 
changed. 


We quote from jobbers’ stocks: Cut 
washers, %-in. and smaller, 6c per Ib.; 
larger, 5e. per lb.; cut washers, 200-Ib. 


kegs, list; malleable washers, 12c. per Ib. 

Wheel Toys.—Although the schools 
have reopened and a lot of youngsters 
are attending same for the first time 
in their lives, their love for the out- 
doors has by no means diminished, if 


Office of HARDWARE AGE, 
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RICE changes generally in the 

Pittsburgh territory have been few 
and slight and in most cases have been 
toward higher levels, with the increased 
producing costs incident to higher 
freight rates still being offered as the 
reason. Reports from both retail and 
jobbing sources still are favorable as 
far as business is concerned, but it 
must be said that the tendency on the 
part of buyers to order two to three 
times what they ordinarily carry, in 
the hope of securing a normal supply, 
has entirely disappeared since the rail- 
roads began to function more nearly 
normally and shipments against orders 
to improve. There is more or less 
speculation as to the ultimate effect of 
the price adjustments now going on in 
practically all commodities and a ten- 
dency on the part of distributors to be 
cautious and to confine their purchases 
more nearly to immediate require- 
ments. 

While everybody is short of nails and 
continued difficulty is being experienced 
in securing supplies of bolts, evidence 
is not lacking that manufacturers 
steadily are gaining on their obliga- 
tions and shortages now exist in com- 
paratively few lines. Seasonal lines, 
such as guns, rifles, ammunition and 
hunting clothing, are in heavy demand 
just now and since the season opened 
with the trade anything but well 
stocked, and as shipments against ini- 
tial orders placed as long ago as Janu- 
ary and February have been only partly 
completed, there naturally is a marked 
scarcity. Jobbers could secure supplies 
of bolts if they were willing to place 
case orders. At least two of the manu- 
facturers in this district are declining 
business in less than case lots, and this 
imposes a hardship because if they 
bought this way jobbers would get 


more of some sizes than they could 
possibly dispose of without a reason- 
ably short time. 

October has started off rather slowly 
in automobile accessories but most deal- 
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one can judge by the orders coming into 
the local wholesale market, for wheel 
toys. The consumptive demand for 
such toys comes very largely from city 
and large town retail hardware dealers. 
City streets and sidewalks offer an ex- 
cellent opportunity for the youngster 
to wheel himself around swiftly and 
comfortably. 

We quote from jobbers’ stocks: Kiddie 
Kar, No. 1, 1.34; No. 2, $1.84: No, 3, 
$2.34; No. 4, $2.67; No. 5, $3. Trailers, $1.34 
each. 

Wire Cloth.—In common with poul- 
try netting, next spring’s prices on 
black screen cloth have been estab- 
lished as follows: 


Black wire screen cloth, 12 mesh, from 
the store, $2.75 per 100 ft.; from the factory, 
52.60 per 100 ft. 

Wrenches.—Although prices are re- 
ported as very strong, the wrench situ- 
ation appears on the surface to be little 
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ers profess to be satisfied with the vol- 
ume of sales despite the decline as com- 
pared with the September average. No 
price recessions yet have occurred in 
this class of goods, but the Ford Motor 
Co. has notified its dealers handling 
lord parts that they are to have sixty 
days to dispose of goods on hand at the 
old prices, and are to be permitted to 
buy in the meanwhile at the new prices, 
but what these are has not yet been an- 
nounced. 

The announcements of lower prices on 
tires are expected around Nov. 1, as a 
number of makers are reported to have 
guaranteed distributors against a de- 
cline in prices up to that date. While 
good steady trade in accessories is in 
progress, few complaints now are heard 
cf shortages because manufacturers 
lately have been making rather good 
progress in catching up with their old 
orders. Anti-skid chains still are rather 
short but not nearly as much so as 
they were a few weeks ago. 


Axes.—The shortage has not been 
entirely relieved but somewhat larger 
shipments are noted and the scarcity is 
not as acute as it was a short time ago. 
Prices are holding steady at the ad- 
vance of a few weeks ago. 

We quote from local jobbers’ stocks: 
Single bit, base weights axes, $18 doz.; 
doubt bit, base weights axes, $23 doz.; 
Sager handle, singlé bit axes, $25 doz.; 
Hiawatha boys’ handled axes, $15.50 doz 

Ammunition.—Demands are season- 
ably active and on account of subnor- 
mal deliveries orders are being only 
partially supplied. 


Bars.—Jobbers are getting better de- 
liveries against old orders and are 
able to place new business for reason- 
ably early shipment at lower prices 
than they could a short time ago. These 
developments, however, have not yet 
found reflection in jobbing quotations. 
The Jones & Laughlin Steel Co. now 
maintains a warehouse in Pittsburgh 
for the accommodation of less than car- 
load business, and prices of this com- 
pany, as well as those of the Carnegie 
Steel Co., which has a warehouse here, 
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easier. This is due to the fact that the 
leading manufacturers have been secur- 
ing raw material more freely of late 
and therefore have been better able to 
ship against orders on their books. The 
local wholesale market unquestionably 
is better supplied than it has been be- 
fore in some time. 


We quote from jobbers’ stocks: Stillson 
and Trimo pipe wrenches and parts, new 
list, 40 and 10 per cent discount; Coes 
wrenches, large lots, 20 per cent discount 
small lots, 10 per cent discount; dropped 
forged wrenches, 20 per cent discount 
Westcott’s wrenches, net list; agricultural 
wrenches, 25 per cent discount. 


Turpentine.—The decline in turpen- 
tine has continued during the past 
week, the market to-day being 4c. per 
gallon lower than it was last week. 
Turpentine in barrel lots is quoted at 
$1.48 a gallon; in 10 gallon lots at $1.58 
a gallon; in 5 gallon lots at $1.63, and 
in 1 gallon lots at $1.68. 


range well below those of the ware- 
house interests who have to buy their 
supplies. The Carnegie Steel Co. price 
on steel bars from warehouse is 3.10c. 
base. Other warehouse prices range 
from 4.50c. to 5.25c. base, with the 
usual mill differentials for size and 
shape. Iron bars from warehouse 
range from 5c. to 6c. base. 


Electric Irons.—A cut of approxi- 
mately 10 per cent has been announced 
in Dover No. 6 electric irons. The new 
wholesale price is $5.50 and retail quo- 
tation $8. Other makers have made no 
change. 


Glass.—Supplies of plate glass still 
are considerably behind the demand and 
jobbers have not been able to build up 
their stock to any considerable extent 
Production of window glass is being ab- 
sorbed rapidly and here too jobbers are 
going along with unusually light stocks. 
Most manufacturers are adding to their 
capacity and if labor efficiency is in- 
creased correspondingly it should be no 
time before supplies once more are 
ample. 

Guns and Rifles.—The trade here con- 
tinues to report difficulty in supplying 
the demand which is seasonably active, 
while on account of the low efficiency of 
labor few manufacturers have been 
able to more than partially fill their 
orders, some jobbers here reporting 
that they have deliveries still due on 
initial orders. 


Hunters’ Clothing.—Supplies still are 
sadly deficient and it is necessary for 
jobbers to apportion their supplies in 
order that all retailers have something 
for sale. 


Nuts, Bolts and Rivets.—It is doubt- 
ful if the trade ever before was so short 
of supplies of both carriage and ma- 
chine bolts and there is no doubt that 
much business is being lost because of 
the small.stocks which jobbers now are 
carrying. Some sizes in both classes 
are entirely out of stock and general 
supplies are hardly 20 per cent of nor- 
mal for this time of the year. Manu- 
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facturers are giving most of their at- 
tention to cleaning up old obligations 
and are not particularly keen for new 
business. This is evident from the fact 
that they are declining to take orders 
even from reguiar customers of less 
than case lots. In explanation for this 
condition it 1s said that labor is so 
scarce that makers cannot afford to put 
up their’ product as the jobbers desire. 
Scarcity of nuts is unrelieved and rivets 
are no easier to obtain than they have 
been for some little time. 

We quote from jobbers’ stocks: Rivets, 
1.-in. and larger, keg lots, $6 to $6.25 base; 
small sizes, 25 to 30 per cent off list; car- 
riage bolts, %4 x 6-in. and smaller, 26 to 25 
per cent off list; larger and longer. 714 to 10 
per cent off list; machine bolts, % x 4-in. 
and smaller, 25 to 30 per cent off list: larger 
and longer, 15 to 20 per cent off list; stove 
bolts, packages, 40 to 50 per cent off list; 
tire bolts, Bay State, 45 per cent off list; 
Eagle, 25 to 30 per cent off list; plow bolts, 

4 heads, 10 per cent off list; 


Nos. 1, 2 and 3 
vther style heads, list: track bolts, 9%.25c 


base; lag screws, 35 to 40 per cent off list 
nuts, hot-pressed, list plus $2 to $3: cold 
punched, list plus $4 to $5; semi-finished, 
s-in. and larger, 35 to 40 per cent off list 
{/16-in. and under, 45 to 50 per cent off 
list. 


Paints and Varnishes.—Demand is 
reported to be satisfactory but it is 
noted that buyers are not buying as 
far ahead as they did earlier in the 
year, the explanation being found in 
the fact that the continued decline in 
linseed oil and turpentine has given 
rise to expectation of lower prices. 

Sheets.—Slightly lower prices have 
been established since last accounts on 
both black and galvanized stock from 
local warehouses. These prices are 
based for the most part on the quota- 
tions of independent manufacturers and 
they have suffered a considerable loss 
of business through the slump in the 
automobile industry and are accepting 
business at well under former prices 
and making better deliveries than they 
were promised a short time ago. Job- 
bers’ stocks here are moderate but ap- 
parently more nearly equal to the de- 
mand than they were recently. Small 
furnace makers have been buying quite 
freely lately because of the demands 
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upon them occasioned by cooler weather. 

We quote from warehouse: One pass cold- 
rolled black shéet, 8c. to 8.10c. per lb. base, 
Pittsburgh; galvanized, 10c. to 10.10c. 
base; blue annealed, 7.25c. to 7.50c. base; 
24g-in. corrugated galvanized sheets, 8.30c 
io 9c. per square. 

Tin Plate——Prices are unchanged 
with jobbers’ stocks extremely limited, 
although as a result of better trans- 
portation conditions and a larger sup- 
ply of box cars, the mills have been 
making better shipments on direct 
business with can manufacturers. This 
would seem to point to better deliveries 
te jobbers at no distant date. 

We quote from warehouse: Standard coke 
tin plate, $11 per base box; roofing ternes, 
20 x 28-in., 40-lb., ic., $28 to $30. 

Wire Products.—The shortage of 
nails is as acute as it has been at any 
time this year and jobbers are at their 
wits’ end trying to secure supplies to 
meet the constant and rather pressing 
demands upon them. They are not hav- 
ing much success as it seems to be the 
disposition of manufacturers in this 
district to decline all new business and 
to give their attention to old obliga- 
tions, especially those from _ outside 
points. Manufacturers say that Pitts- 
burgh jobbers have been exceptionally 
well treated in the matter of supplies 
this year and some of them are show- 
ing figures establishing that Pittsburgh 
jobbers have had more nails this year 
than in any similar period in the past 
three or four years. Where the nails 
have gone is something of a mystery in 
view of the fact that comparatively 
little new building has been going on in 
the Pittsburgh district this year. Ex- 
planation probably is to be found in 
the fact that some jobbers here have 
been serving other than their normal 
territories. Jobbers are having much 
trouble also in obtaining supplies of the 
other common wire products. 


We quote from jobbers’ stocks Wire 
nails, $4 to $6 base per keg; annealed wire, 
base sizes, $4 to $4.50 per 100 Ib.; galva- 
nized wire, $4.70 to $4.95: galvanized 
barbed wire, $4.90 to $5.10; wire brads, 50 
to 6624 per cent off list; woven wire fenc- 
ing, out of stock, 50 and 5 per cent off list 
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Office of 
Cincinnati, 
rMHE hardware trade in this territory 
reports business as keeping up 
very well. While there is evidence of 
more conservative buying, jobbing 
houses report the month of September 
as running ahead of the corresponding 
month of last year. Shortage of goods 
continues to be a handicap, but some 
improvement is noticed, and the trade 
is hopeful that by the first of the year 
it will be possible for them to get their 
stocks in shape to meet all demands 
made upon them. 

The cool weather during the past two 
weeks has caused a demand for season- 
able goods, such as stoves and accesso- 
etc. A spurt in builders’ 
hardware is also reported, as house- 
holders are preparing for the winter 
Season. Orders are beginning to come 
In for holiday goods, and ice skates, 


ries, glass, 


sleds, bottles and cutlery are in good 
demand. 
The price situation shows no radical 


changes. While some advances are be- 
ing received, the trade is inclined to be- 
lieve that the peak has at last been 
reached, and that from this time on, in 
common with other lines of merchan- 
dise, recessions may be expected. This, 
however, is a case of the wish being 
father to the thought, as there does not 
appear to be any evidence on hand at 
the present time that would justify a 
prediction of lower prices. With the 
prevailing shortage in a great many 
of hardware, some jobbers par- 
ticularly do not think that lower prices 
will be seen before the first of the year. 


lines 


Automobile Accessories —The demand 
for automobile accessories is fair. Some 
price adjustments are being made. One 
manufacturer of tire patches announced 
an increase of approximately 10 per 
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cent on his smaller patch, the higher 
cost of the container being responsible. 
An automobile lamp maker also in- 
creased his prices slightly. In this con- 
nection the manufacturer sent out a 
letter showing the costs of materials 
entering into its manufacture at the 
present time in comparison with those 
he paid a year ago. This increase 
amounted in many cases to 35 per cent, 
and averaged approximately 15 per 
cent. Sales of spark plugs are reported 
to be good. 

Bottles.—Manufacturers of hot and 
cold water bottles are reported to be 
three to four months behind on orders, 
and with the holiday orders coming in 
state that there will be a shortage this 
year. The manufacturers are being 
handicapped by a shortage of mate- 
rials and general inefficency of labor. 
One local manufacturer whose prices 
advanced on the first of September re- 
ports that it is literally swamped with 
orders. This firm has a large number 
of export orders on its books, particu- 
larly for South American countries, 
but is bending its energies to take care 
of the domestic trade and in the 
meantime is making plans to increase 
its output to meet its constantly in- 
creasing business. 

Builders’ Hardware.—A_ spurt in 
builders’ hardware was noticed during 
the past two weeks. This was not due 
to any increased building construction, 
but more generally to the fact that 
householders are now putting their 
properties in shape for the winter sea- 
son. Some shipments are getting 
through from manufacturers and stocks 
are getting into better shape. 


first, 


Corn Cutters.— Hardware dealers 
handling this line report that sales dur- 
ing the month of September were the 
best for many years. 


Coal Hods.—The cool weather 
stimulated the demand for coal hods, 
and sales have been very good. Stocks 
are in fair shape and prices unchanged. 


hods, 17- 


has 


Jobbers* 


open 


quote Japanned 

in., $5.60 per doz.; 1-in., $6.25 per doz 
japanned funnel hods, 17-in $7 per doz 
valvanized open hods, 17-in., 3850 per doz 
18-in $9.25 per doz galvanized funnel 
hods, 17-in., $10.40 per doz 18-in., $11.46 
per doz. 

Cutlery —The demand for cutlery is 
good and stocks in fair shape. Prices 
on cutlery are showing an upward ten- 
dency, and some makers have advanced 
from 10 to 20 per cent since Sept. 1. 
The holiday trade is expected to be very 
good, if one is to judge by orders being 
placed by retailers. 


Dampers.—There is an 
heavy demand for dampers and stocks 
are very One jobber reports that 
deliveries are very poor, his orders 
February not having come 


unusually 
low. 


placed last 
through as yet. 

Eaves Trough and Conductor Pipe.— 
No 


improvement is noticed in ship- 
ments manufacturers, and 
both items are still in very short sup- 
ply. Prices are unchanged as follows: 

i lap oint, 
conductor 


the 


from 


va ve trough 23-g4 5-in 
ingle bead ft 
¢ 8-24 


per 





pomarge seen 
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100 ft.; 3-in. corrugated conductor elbows, 
$2.16 per doz. 

Files.—Nothing new to report. The 
demand is fair and stocks in good 
shape. Prices are. unchanged. 

Jobbers’ quote all makes of files at 45 
and 5 per cent off list 

Flashlights.—Jobbers report a_ tre- 
mendous demand for flashlights. They 
simply cannot understand where they 
are all going to. This year to date the 
business in this line has been over three 
times greater than in any _ previous 
year. 

Galvanized Ware.—Local manufac- 
turers of galvanized ware still report a 
great shortage of materials. While 
some jobbers have some stock on hand, 
shipments from the manufacturers are 
not what they would like to have, and a 
brisk buying movement would soon 
clear out what they have. Prices re- 
main unchanged. 


Jobbers’ quote: Galvanized sheets 10 to 
lic. per lb. base; Pails—10-qt., $4.45 per 
doz.; 12-qt.. $4.90 doz.; 14-qt., $5.45 doz.; 
16-qt., $6.65 doz. Ash Cans—Galvanized. 
with three stays, 17x26 in., $4.30 each; 
18x26 in., $6.20 each. Tubs—No. 0, $10.25 
per doz.; No. 1, $12.60 per doz.; No. 2, 
$14.25 per doz., No. 3, $16.50 per doz. 
Garbage Cans—Galvanized, No. 1, $2.46; 
No. 2, $1.76; No. 3, $1.34. 

Glass.— The demand for window 
glass showed a slight improvement 
during the past fortnight, owing to the 
fact that colder weather is now being 
experienced and premises are being put 
in shape for the winter months. Ship- 
ments from factories continue to im- 
prove and stocks are in better shape. 
Prices remain as last quoted. 





Jobbers’ quote: Single strength A, all 
sizes. 77 per cent discount: double strength 
A, 79 per cert discount; Commercial putty 
in 100-Ib, kits, $5; glaziers’ points, No.'s 1, 


2 and 3, 1 dozen to package, 65¢c. package 


Handles, Wood.—There is still a 
shortage of wooden handles. The price 
tendency is upward, as manufacturers 
in order to get supplies are paying 
higher prices than heretofore. While 
no advances have been received since 
those noted some weeks ago, it would 
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not be surprising, according to some 
jobbers and dealers, if prices are again 
revised upwards shortly. 

Jobbers’ now quote from stock: No. 1, 
hickory axe handles, $4.00 per doz.; No. 2, 
$3 per doz.; No. 1, hatchet and hammer 
handles. 95c. per doz.; second growth hick- 
ory hatchet and hammer handles, $1.80 per 
doz 

Ice Skates.—Some shipments of ice 
skates have been received and orders 
from dealers are coming in fast. Job- 
bers state that they will be unable to 
place further orders with manufactur- 
ers and that dealers ordering first will 
be taken care of first. Prices are un- 
changed. 


Lanterns.—The demand for lanterns 
continues excellent, particularly from 
country districts. Stocks are badly de- 
pleted and prospects of securing ship- 
ments from manufacturers are not very 
good, according to dealers. Prices are 
unchanged, jobbers quoting: 
$14.25 per doz.: Blizzard, $14.25 
Monarch, $9 per doz.; Buckeye 
Eureka driving, $19 


Wizard 
per doz.: 
dash, $14.25 per doz.; 
per doz. 

Mechanics’ Tools.—Dealers report 
business good in this line. The settle- 
ment of the machinists’ strike, and the 
fact that a large number of new men 
have entered the mechanical trades is 
given as the reason for the spurt in 
buying. Some line of mechanics’ tools 
are difficult to secure at the present 
time, and stocks are in a badly depleted 
condition. 


Nuts and Bolts.—Bolt and nut manu- 
facturers supplying local jobbers have 
advanced their prices for fourth quar- 
ter supplies approximately 10 per cent. 
Smaller sizes are still hard to get, but 
taken as a general thing shipments are 
easier. There is still a scarcity of semi- 
finished nuts, and orders placed last 
December have not yet come through. 
This of course is an exceptional case, 
but the average delivery is about three 
to four months. Despite the higher 
prices asked by manufacturers jobbers 
continue to quote the old discounts, but 
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it is expected that these will be altered 
to take care of the increases within the 
next two weeks. 


Machine bolts, all sizes, are quoted at 5 


per cent off list; carriage bolts, 5 per cent 


off; stove bolts. 50 and 10 off; semi-finished 
nuts. larger sizes, 30 and 10 off; smaller 
sizes, 35 and 10 off. 

Nails.—Better shipments of nails are 
reported during the past two weeks, 
but not in such quantities as would 
bring relief to the situation. The de- 
mand for nails still continues heavy, 
but there is no evidence of the scramble 
for goods witnessed during the spring 
and summer. 


Quotations remain unchanged, at $4.50 
to $6.75 per keg base, for wire nails, and 
$6.00 to $8.25 for cement coated. 

Paints and Oils—The demand for 
house and floor paints continues, ac- 
cording to dealers. They are experi- 
encing one of the best fall seasons in 
their history. Jobbers report business 
quiet, however, and likely to continue 
so until orders are placed for next 
spring’s delivery. Further reductions 
in prices of linseed oil and turpentine 
have been made but lead holds steady. 

Linseed oil. raw, in single barrels, is 
now quoted at $1.50 per gallon; turpentine, 
in single barrels, $1.55; white and red lead, 
in 12% lb. kegs, 16c. 

Rivets.—Stocks of rivets are fair but 
some sizes are altogether out. Deliv- 
eries from factories still are four 
months behind, though some bolt manu- 
facturers, owing to the impossibility of 
getting materials for making nuts, are 
catching up on the rivet end of their 
business. Prices are unchanged, but it 
is reported that some adjustments will 
be made in the near future. 

Jobbers’ still quote rivets at 30 per cent 
off list. 

Sleds.—Shipments of sleds for this 
year’s trade are beginning to come 
through and jobbers and dealers are 
greatly relieved as a result, as it was 
feared that there would be an acute 
shortage. As it looks now there will 
be sufficient to go around. 


Paint Material Prices as Quoted in New York—October 14, 1920 


Animal, Fish and Vege- 


Olive, denatured, bbi., 


Spirits of Turpentine 


Black, Bone ...... . 54%@10 
-1.38 Biack, Drop «.cscccccee 6 @15 


table Oilsa— pet pal. iécacescses BROS Per Gal. POR. o090 00s 60s 

Linseed, Raw, carload Neatsfoot, Prime... -1.20@— Gum Shellac Black, Ivory .........- 16 @30 

73 q : mmpblack ..cccccccvee 5 @45 
lots, gal . $1.15@ Palm, Lagos, in casks, ot Wf Bere erie es nominal a % os . . ‘aad “ 
City, 5-bbl. lots, gal. .$1.17@ OR De Missi ce 10% @— Fine Orange ..... ..1,00@— ee) Seen. oF 20s Ih lide 
Out-of-town, 5 bbl. lots ‘ Blue, Prussian ........ 90@ 95 
i ) Soya Bean, bbl. Ib..... 13% @13% A. C. Garnet. cee ccceeececeee 90 Blue, Soluble 95@1,00 

and over, gal.. . 118@ TE ARRON” somina? slue, § N@ seeccoers ve . 


Boiled, 2¢ per gal. advance on Raw 


Miscellaneous 


Kala Button . 





...nominal 


Blue, Ultramarine .....15 @45 
Brown, American, Burnt $4%4@ 4 








Lard, prime, winter, edible Barytes: a ep ere 85@ .90 . pn Ital 
: _ rime hita ‘ an . - trown, Sienna, alian, 
in bbls., per gal $1.75@1.80 aate a ~ ve jp DOB vie cnven esd 4 e 36 Or WG. sas decen ines nominal Rurnt and Powdered.. 6% @15 
SOIOE, COBe vo cccsccs 2 +-28@26 > va 
Cotton seed, crude aan : aed Ser 1.10@— Turkey, Umber .......- 5 @ 6 
. . t : <i ate » -. 59@5% 5 H 
f.0.b, mill, Ib 10% @11 at — = ite, per Ib Pe be White and Rea Lead, Ete. Brown, Raw Lump.... 5 @ 6 
Bleachable 11%@12 BNF 9 DOE 20) 20s ¢0 s:¢% 08's faa Cents per Ib Green, Chrome .......- 45 @85 
Yellow Summer, Prime. 1b 14@ China, Clay, domestic powdered, thite P Paris, Green, Bulk 
roe % , ( oh _ White Lead, Dry....... 10%@11 ae aah atau 40 @ 
allow, acidless, ga 1.32 DEP COM .eeeeeeeeeeeee tee ° te Oe Ji000% 15%@ 
Menhaden Imported, powdered, per ton... Red Lead, Dry 124 @121 Revue pine Meee @5.10 
t MAG, DTJuccocceces 4 ~% | Serres er see ao 
Crade, bbl., gal.. 0a Whiting, per 100 Ib.: SRA pie xesaaarinss sa 16%@ Indian Red, Standard...14 @16 
Light pressed, gal SO@82 Commercial ....... 1.40@1.50 ‘ Rose Pink @A0 
Bleached Winter, gal S2@84 NG Foret it enc 1.40@1.70 ; Zine Tuscan Red @30 
. ‘ seg? ; : ' Oxide, Selected, per 1b..10%@11 atuai eed , 
Cocoanut, Ceylon, bhi! eS) ee re 1.50@1.60 Red Scal 1 My - Para Pure 25 @2.50 
: 2 7 . We Sc oe oe? i, @11% REE .25@2 
N. ¥ - ee ed Litharge, casks, per Il 11% @12! be 4 ay ri ’ , 25 5 
. per Ib 16% @1T Be 8, JM ) +@12\% Green Beal .....ccccces 1214@12% Comins PClal 2. cece eee 2D 4 50 
Cod, Domestic, Priine T8@s84 Glues White Seal ......006- 134%, @13% Vermilion, English pete 
:@ : , t 
Newfoundland, in bbl 90@95 a 2.00 : Natural Red Oxide..... 4 6 @Q- 
a . . : elisa Dry Colors Yellow, Chrome ........35 @38 
orn, Refined, bbi., Ib .16@16% Common Bone ............ ait Per lb. Ochre, French 4%@ 5% 
Crude, bbl., per Ib 13@ We ae ce atnb5 sheen 35@40 Black, Carbon Gas..... 15 @30 Perera ce ..80 @id 
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Stove Board.—The demand for stove 
board is brisk. Stocks are pretty low, 
but shipments now on the way are ex- 
pected to relieve the situation. Prices 
are unchanged, jobbers still quoting: 


Wood lined crystal boards, 24x24 in., 
$13.60 per doz.; 26x26, $16.95 per doz.; 


28x28, $18.85 per doz.; 30x30, $21.30 per doz.; 
33x33, $25.50 per doz.; 36x36, $30.50 per doz. 

Snow Shovels.—Some interest is be- 
ing shown in this item, and sales are 
reported fairly good. Stocks are in 
fair shape. 4 

Screws.—No improvement is reported 
in deliveries and the supply is still very 
short. Prices are unchanged. 


Jobbers’ quote: Cap screws, 30 and 5 per 
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cent off; lag screws, 20 and 10 per cent off: 
wood screws, 70 and 20 off. 

Shot.—A further drop of 15c. per bag 
has been announced on drop shot. This 
makes the second cut on this item in 
the past four weeks. 

Stoves and Stove Pipe.—The demand 
for stoves and stove pipe continues 
brisk. Stove manufacturers are still 
far behind on orders and stove pipe is 
also a very scarce article. No further 
announcements of price increases have 
been received from stove manufactur- 
ers. Stove pipe prices also remain un- 
changed. Jobbers quote: 


Stove pipe, 4-in., 
5-in., $4.20 per 
per doz. lengths. 


$3.70 per doz. lengths: 
doz. lengths; 6-in., $4.85 


TWIN CITIES 


St. Paul and Minneapolis, 
Oct, 5, 1920. 

— as a whole are in fairly good 

volume, although the buying by the 
public is much more conservative and a 
great deal of shopping is being done. 
While this condition naturally is slow- 
ing up sales somewhat, it is a healthy 
business condition, and will greatly as- 
sist in bringing business and prices 
back to normal. 

Unfortunately some of the depart- 
ment stores in this territory did not 
apparently foresee conditions and have 
been caught with very heavy over- 
stocks of general merchandise, and in 
order to secure capital have cut prices 
down materially. This has_ seriously 
injured the business of the conservative 
and better class stores carrying similar 
merchandise, especially in the- Twin 
Cities, and under present conditions is 
unwarranted except as a last measure 
to prevent bankruptcy. 

Even with the price of many com- 
modities being reduced, there is no like- 
lihood of any reduction for some time 
to come in the hardware market. Steel 
and labor are no cheaper than for sev- 
eral months past and while common 
labor may be obtained cheaper later 
on, skilled labor will undoubtedly re- 
main at its present level for some time. 

There has been an exceptionally good 
sale for stove goods, gas and electric 
heating devices in this territory. This 
is no doubt due to the possibility of a 
serious coal shortage in this section. 
As far as possible the public is trying 
to avoid starting the furnace fires be- 
fore it is absolutely necessary. 

Very few price changes have been 
made, except on heavy goods, when the 
price has been increased slightly to 
take care of the increased freight rates. 

Automobile Accessories.—Sales have 
been rather inactive, due, no doubt, to 
the general condition of the automobile 
and tire business. There is, of course, 
a fairly regular sale for necessary ar- 
ticles in this line. 

Builders’ Hardware.—This line re- 
mains dull and will no doubt continue 
so during the winter months. How- 
ever, plans are being put in operation 
to organize companies for financing the 
construction of homes in the early 


spring. These plans seem to be moving 
along successfully and will no doubt re- 
sult in renewed building activity in the 
spring. In addition to this there has 
been a substantial decline in lumber 
and other building materials. The most 
radical decline was in lath and shingles. 

Bolts.—Small sizes of bolts are very 
difficult to obtain. There is a gradual 
improvement in the shortage of larger 
bolts. Jobbers’ stocks remain badly 
broken. No price changes have been 
made. 


We quote from local 
Small carriage bolts, 10 per cent; large 
carriage bolts, 5 per cent; small machine 
bolts, 20 per cent; large machine bolts, 10 


jobbers’ stocks: 


per cent; stove bolts, 50-5 per cent; lag 
screws, 30 per cent; plow bolts, 20 per 
cent 


Eaves Troughs, Conductor Pipe and 
Elbows.—Sales are fairly active and 


scarcity of goods still exists. Supply 
does not equal demand. No price 
changes have been reported. 

We quote from local jobbers’ stocks: 


Ikaves trough, 28-ga., 5-in. lap joint, single 
bead, $9.50 per 100 ft.; conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; el- 
bows, 3-in. corrugated, $2.16 per doz. 

Files.—Sales remain fairly active. 
Jobbers report that shipments from 
factories are improving and that there 
will probably be sufficient stocks on 
hand to take care of most urgent re- 
quirements. No price changes reported. 

We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent: Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—There is shortage 
of many items of galvanized ware, due 
to the fact that manufacturers find 
it difficult to secure the lighter gages 
of galvanized sheets. No price change 
since last report. 

We quote from local 
Standard No. 1 galvanized tubs, 
doz.: standard No. 2, $14.5 
ard No. 3, $16.90 per 
galvanized tubs, $21.50 per doz. ; 
2, $22 per doz.: heavy No. 3 


jobbers’ stocks 
$12.90 per 





$23.50 


doz.; standard 10-qt. galvanized pails, $4.50 


$4.95 
doz.: 
standard 

stock, 
Glass and Putty.—The fall demand 
for this f merchandise has 


per doz.; standard 12-at., 
tandard 14-qt., $5.60 per 
16-qt. stock, $8.50 per doz.; 
$9.80 per doz. 


per 
standard 
18-qt. 


class of 
opened up and sales are fairly active 
and will improve with approaching cold 
weather. Some jobbers report that a 
shortage of glass will develop as sales 
increase. There has been no increase 
in price. 
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We quote from local jobbers’ stocks: 


76 per cent and 78 per cent from standard 
lists. Putty 5%ec. per Ib. 


Lanterns.—Jobbers report sales very 
good. They also advise there will very 
likely be a shortage of the most popu- 
lar items. No price changes reported. 

We quote from local 


Hy-lo Tubular, $9 doz.; 
No. 2, $14.25 per doz. 


Nails.—There is nothing new to re- 
port in the existing shortage of nails. 
Searcely any noticeable improvement is 
being made in shipments, and jobbers’ 


stocks: 
Blast, 


jobbers’ 
Dietz Cold 


stocks are practically exhausted. No 
price changes have been reported. 
We quote from local jobbers’ stocks: 


Standard wire nails, $4.85 keg base; coated 
nails, $5.50 to $7 per keg. 
Paper.— The demand for building 
paper is not quite as strong as recently, 
although some weights and grades are 
hard to obtain. No price changes re- 


ported. 

We quote from local jobbers’ stocks: 
Barret’s No. 2 tarred felt, $5.05 per cwt.; 
sarret’s threaded felt, 500-ft. rolls, $2.49 
per roll; Slater’s felt, $1.68 per roll; No. 
2¢ red rosin, $1.30 per roll; No. 25 red 
rosin, $1.60 per roll; No. 30 red rosin, $1.95 
per roll. 

Rope.—Sales on rope remain steady, 





with price remaining same as last. No 
shortage has developed in this line as 


yet. 
We quote from local jobbers’ stocks: 
Columbian manila rope at 29\4c. lb. base; 


Columbian sisal at 20\4c. Ib. base. 
Sandpaper.—There is no improve- 
ment in the shortage of sandpaper. 


Mills are several weeks behind. 


We quote from local jobbers’ stocks: 
Rest grade, No. 1, per ream’, $7.20; second 
grade, No. 1, per ream, $6.50. 


Sash Cord.—Demand for sash cord 
is dropping off, due to building condi- 
tions. There has been a drop in 
price due to decline in the cotton mar- 
ket. 

We quote from local jobbers’ stocks: 


Solid cotton sash cord No. 8, $1.20 per Ib.; 
Cheaper grade sash cord, 80c. per Ib. 


Sash Weights.—Sales of weights are 


lighter than earlier in the year, and 
jobbers have been able to get their 
stocks in better shape. No price 
changes have been reported. 

We quote from local jobbers’ stocks: 
$4 per cwt 

Screws.—There is very little, if 


any, improvement in stocks of screws. 
Factories remain many months behind 
in filling orders. No price changes re- 





ported. 

We quote from local jobbers stocks: 
Flat-head bright screw 70 per cent ound 
head blued screws, 65 per cent; flat-head 
japanned crews, 60° per eent: flat-head 
brass screw » per cent nd-head brass 
crews, 55 per cent iron machine crew 
io per cent bra machine cre 1) per 
cent 

Snow Shovels.—Shortage of this item 
is apparent, and dealers should get 


their stocks in as early as possible or 


secure guarantees of delivery. 

We quote from local jobbers’ tocks 
Small 17-in ilvanized, $14.40 « l-in., 
$16 doz vonding to Ne do Ne 

4 Owosse 





Solder. are rather slow on this 


item during this season of the year. 
There has been no further reduction in 
price 

We quote from local jobbers’ tock 
Half and half solder, 34c. per Ib 


Shortage on this item 


Steel Sheets. 
is as acute as ever, especially on light 





Lr ears 


on eanaep ete 
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weight sheets. No price changes re- 
ported. 

We quote from local jobbers’ stocks: 
Black sheets at $9.95 base, and galvanized 
sheets at $11.40 base. 

Store Goods.—An active demand has 
developed for store goods of all kinds. 
Indications are that a serious shortage 
will develop, as there is already a 
scarcity of many items and the season 
is just opening up. No price changes 
since last report. 


We quote from local jobbers’ stocks: 
Common black pipe set up, 6-in., 30c. per 
joint; 6-in. adjustable elbows, $3 per doz.; 
§-in. corrugated elbows, $3.35; coal hods, 
i7-in. galvanized, $8.90 doz.; japanned, 
».04 doz. 


Tacks.—Sales on tacks have been 
very good. Jobbers’ stocks are becom- 
ing broken, but they report shipments 
on the way. No price changes have 
been reported. 

We quote from local jobbers’ stocks: 
America cut, 8 oz., 82c. per doz.; tinned 
carpet, 8 oz., 85c. per doz.; blued carpet, 

0z., 7T6c. per Ib.; double point, 11 oz., 
S¥Ylec. per Ib. 

Tin Plate.—The local stocks are very 
low, with no immediate prospect of 
betterment. Prices are steady as last 
quoted. 

We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Washers.—Sales remain fair on all 
sizes, and no recent price changes 
made. 

We quote from local jobbers’ stocks: 
Wrought steel, %-in., $9.40 per cwt.; 1-in., 
$9 per cwt. 

Wheelbarrows.— Demand is fair, with 
a shortage of stocks in hands of job- 
bers. No price changes reported. 

We quote from local jobbers’ stocks: 
Fully bolted, wood tray, $56 per doz. ; 
tubular steel, $9.15 each; garden, wood, 
$81 per doz., or $7 each. 

Wire.—As previously reported there 
is practically no wire on the local mar- 
kets. Such shipments as are received 
are immediately absorbed. No price 
changes. 

We quote from local jobbers’ stocks: 
Black annealed wire, No. 9, $4.85 cwt.; 
galvanized annealed wire, $5.55  ecwt.; 
painted cattle wire, 80-rod spools, $4.05 per 
spool; galvanized cattle wire, 80-rod spools, 
$4.60 per spool; painted hog wire, 80-rod 
spools, $4.32 per spool; galvanized hog 
wire, 80-rod spools, $4.90 per spool. 

Glass Cooking Ware.—This item is 
proving a good seller with stores carry- 
ing a line of kitchenware and dishes. 


We quote from local jobbers’ stocks: 
Pyrexware, 30 per cent from standard list 
THE SEATTLE MARKET 


YENERAL conditions in the retail 

I hardware trade in Seattle, Wash., 
are reported by the trade to be fairly 
satisfactory, and while the volume of 
new business is not as large as when 
the shipyards were all busily employed 
it is holding up remarkably well, and 
outlook for the future is regarded as 
very bright. New building operations 
in Seattle are fairly active, many new 
houses being in course of erection, in 
all of which more or less hardware is 
used. There are practically no vacant 


houses in Seattle but there is a steady 
demand for more houses than can be 
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found. New building here is being re- 
stricted to some extent by a great short- 
age in supply of some materials that 
enter largely into the construction of 
new houses. Prominent among these 
are steel pipe, wire nails, cement, plas- 
ter and fire brick. 

As showing the acute shortage in the 
supply of small pipe, it is that at this 
writing there are not more than per- 
haps two or three hundred feet of 
three-quarter or half-inch galvanized 
pipe in the whole city. This situation 
was expected to be relieved last week 
by the arrival in Seattle of one of the 
boats of the Isthmian Steamship Lines, 
owned by the United States Steel Prod- 
ucts Co., which in turn is owned by the 
United States Steel Corporation, but to 
the great disappointment of the trade 
here, the vessel did not bring in any 
small pipe. The significance of this 
situation is, that the completion ot 
many small homes now being built will 
be greatly delayed. There is also an 
acute shortage in the supply of wire 
nails, and also in cement coated nails. 
The latter are used very largely on the 
coast by the fish and fruit packers, and 
there has been a shortage in the sup- 
ply of cement coated nails for many 
months past. All the jobbers report 
their stocks of nails down to a mini- 
mum, and on some of the sizes more 
largely used, their stocks are entirely 
exhausted. 

The great shortage in supply of plas- 
ter is increasing the use of plaster 
board as a substitute, the supply of 
which is good, and it is being offered 
at prices which make its use desirable 
in place of genuine plaster. Reinforc- 
ing wire is also very scarce, and it can 
hardly be obtained at any price. Deal- 
ers report a shortage in the supply of 
many other staples in hardware, but it 
is believed this will soon be relieved to 
some extent, as the railroads are mov- 
ing freight more freely, and this will 
soon be felt in the receipt of more 
goods on the coast from Eastern manu- 
facturers. 

Local hardware dealers report a good 
volume of business in the staple hard- 
ware lines, and while the volume of 
new business is not as large as when 
the many shipyards in Seattle were all 
busy, yet the hardware dealers say 
goods are going out freely, and they 
are optimistic as to the future. Col- 
lections are said to be good, and prices 
are being well maintained. 


NEBRASKA MARKET 
DITIONS 

What is the condition of the present 
market? What is the tendency—how 
are manufacturers situated—how are 
jobbers stocks—will there be a decline 
in prices, or will they continue to in- 
crease—how soon must orders be placed 
before shipment can be made? 

These are questions of the greatest 
moment to the retail merchant to-day, 
who feels that he is slowly but surely 
passing through a period the pathway 
of which leads in a measure through 


CON- 
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unexplored territory. If some miracle 
man would come forth and tell us where 
we are at he would confer a great bless- 
ing upon the trade. 

We would not attempt to do this but 
one man’s guess is just about as good 
as another’s and no one really seems to 
know what the situation is going to be. 

A merchant cannot transact business 
or sell goods without having a stock, 
and we have always considered that a 
properly managed store would make 
more on a market advance than was 
lost on a decline. We would strongly 
urge upon the retailer, under present 
abnormal conditions, to use his jobber 
freely, purchasing lightly but fre 
quently; yet we hardly advise making 
an ironclad rule of this character, rather 
letting the elements of his local wants, 
known market, and other contingencies 
guide in his decisions. 

It is our opinion that hardware prices 
are going to remain firm during the 
balance of the present year and that it 
would be to our best interests to keep 
stocks up to the point where the wants 
of the trade can be supplied. There 
will unquestionably be a good demand 
for hardware in Nebraska during the 
coming fall and winter—the bumper 
crops practically assure this. 

We cannot see how it is going to be 
possible to reduce costs until the cost 
of living is reduced and _ production 
catches up with demands. The hard- 
ware trade should remember that due 
to the labor situation there has not 
been as great production since the ar- 
mistice as there was four or five years 
ago.—From September Jronmonger. 


Seattle and Tacoma Hardware 


Clubs 


Probably in no city of its size in this 
country are there more real live, up-to- 
date, progressive wholesale and retail 
hardware dealers than are found in 
that hustling city of Seattle, Wash. 
The many natural advantages of Seat- 
tle could be made the subject of a good 
story in itself, but these are so well 
known now that they need not be re- 
peated here. However, the fact that 
Seattle is the natural and only gate- 
way to and from Alaska, also is a port 
for the largest steamers plying to the 
Orient, and to all the foreign countries, 
has done much to make Seattle one of 
the best advertised cities in the coun- 
try. The citizens of Seattle lose no 
opportunity to impress on the visitor 
the fact that Seattle has shown mar- 
velous growth in the last few years, 
and that it is destined to grow very 
fast for many years to come. The bank 
clearings of Seattle are running over 
$7,000,000 per day, and are larger than 
those of Portland or San Francisco. 

It is true that with the ending of the 
great war the shipbuilding industry in 
Seattle received a hard blow, but gen- 
eral business is going right along, and 
while Seattle is feeling to some extent 
the general quiet business conditions 
that are now ruling, the business men 
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of this great city have unbounded faith 
in the future of Seattle, and say that 
it is certain to steadily grow in popu- 
lation and in volume of business as 
well. This belief seems to be well 
founded. The people of Seattle are pro- 
gressive, and with the well-known 
“Seattle spirit” the city is bound to 
make steady progress. 


Hardware a Big Industry 


Hardware is one of the chief indus- 
tries of Seattle, and as was said in the 
opening of this article, the city has 
some of the finest and largest retail 
and wholesale hardware stores to be 
found in any city in this country. A 
few years ago retail hardware condi- 
tions in Seattle were on a very unsatis- 
factory basis. Some merchants were 
not displaying good business judgment 
in the conduct of their business, and in 
many cases were not making any 
money, but doing business at an actual 
loss. Some hardware retailers did not 
seem to know how to figure their costs 
properly, and in addition, there was not 
that friendly feeling among them that 
is now so prevalent in practically all 
lines of business in these days. 

At this time, or to be more exact, in 
1907, there was formed in Seattle what 
is known as the Retail Hardware Deal- 
ers’ Club, and it has been a wonderful 
success from the start, and has resulted 
in the retail hardware business in Seat- 
tle being put on a sound business basis, 
friendly relations exist among the re- 
taiders, and fair profits are being made. 
The fact that this club does not in any 
way endeavor to control prices makes 
its success all the more remarkable, 
and it is an absolute fact that no at- 
tempt is made by the club in any way 
to fix arbitrary prices that the mem- 
bers are bound to observe. Instead of 
this, reliable market information is sent 
to the members of changes in prices 
by the manufacturers, shipping condi- 
tions, outlook for general trade, and 
other similar information that helps the 
retailer to know accurately just what is 
going on in the lines of goods which he 
handles in his store, and in which he is 
vitally interested. Methods of comput- 
ing actual cost of goods are given to 
the retailer, and suggestions as to what 
goods to purchase heavily in anticipa- 
tion of coming advances in prices, are 
some of the functions of this very suc- 
cessful club. The Retail Hardware 
Dealers’ Club has its headquarters in 
rooms 505-507 Pioneer Building in 
Seattle, the president of the club being 
F. A. Ernst of the Ernst Hardware Co., 
Seattle, and the secretary is C. L. 
Moore. 


The Secretary’s Duties 


On Mr. Moore devolves the duties of 
keeping in close touch with market 
conditions, notifying the members of 
the club promptly of any actual or im- 
pending changes in prices, and in giv- 
ing to the members of the club any 
other information that will be of value 
to them in their business. For this 
service the members pay a smal] nom- 
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inal charge, and receive in return many 
times this charge for being a member 
of the club. Mr. Moore maintains close 
relations with the hardware jobbers in 
Seattle, and through them he is able to 
learn promptly of either advances or 
declines in prices of goods, and he at 
once transmits this information to all 
the members of the club. In this way 
uniformity in hardware prices exists 
in the hardware trade, and while each 
member of the club has full liberty to 
sell his goods at any price he sees fit, 
he knows at the same time that his in- 
terests are best served by charging 
prices for his goods that will allow him 
a fair profit and this is done. More 
than 25 of the representative retail hard- 
ware dealers in Seattle are active mem- 
bers of the club, and all take great in- 
terest in it. 

The club holds stated meetings at 
which trade conditions are discussed, 
and at some of these meetings jobbers 
are present, and they are called on to 
give their ideas as to what lines of 
goods are liable to early advance, and 
also give any other information to the 
dealers that will be of value to them 
in their business. 


Seattle and Tacoma 


In Tacoma, Wash., which is about 30 
miles from Seattle, there is a similar 
club, and once a month the Seattle and 
Tacoma clubs hold a joint meeting 
which is preceded by a dinner. Such 
a meeting was held in Tacoma on the 
night of Sept. 22 under the auspices of 
the Tacoma club, and this meeting was 
attended by practically all the mem- 
bers of the Seattle club, and also by 
some of the Seattle jobbers. After the 
dinner addresses were made by some 
of the jobbers, in which conditions in 
hardware were outlined and the out- 
look for the future in the hardware 
trade was fully set forth. 


Among the jobbers who addressed 
the meeting were W. L. Bilger, sales 


manager of the Seattle Hardware Co., 
John F. Welborn, president of the Whi 
ton Hardware Co., Sol Friedenthal, 
vice-president of the Schwabacher 
Hardware Co., both of Seattle, also E. 
F. Messinger, president of the Hunt & 
Mottel Hardware Co., Tacoma, and F. 
A. Ernst of the Ernst Hardware Co. of 
Seattle. George Hood of the Palace 
Hardware Co., Tacoma, was toastmas- 
ter, and performed his duties very ac- 
ceptably. The meeting was attended 
by more than 75 of the more prominent 
wholesale and retail hardware dealers 
of Seattle and Tacoma, and was a great 
success in every way. The Seattle cor- 
respondent of HARDWARE AGE is advised 
by both retail and wholesale hardware 
dealers in Seattle that the*Retail Hard- 
ware Dealers’ Club has done wonders 
in putting the hardware trade in Seat- 
tle on a stable basis, and that the gen- 
eral good its members derive from it 
can hardly be estimated. Much of the 
credit for this is due to C. L. Moore, 
the efficient secretary, who has faith- 
fully served the club since its incep- 
tion, 13 years ago. 
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TIMELY WINDOWS 


(Continued from page 81) 


country road and in the immediate 
foreground was placed some green 
carpeting representing grass. Then 
on the sand “road” was placed a 
boy’s bicycle and on the bicycle was 
placed a darky boy manikin. The 
manikin’s feet were attached to 
the pedals of the bicycle and the 
pedals were then made to revolve 
by a mechanical attachment. This 
action, of course, gave to the man- 
ikin an interesting, lifelike mo- 
tion which of itself was sure to 
attract a lot of attention. Then to 
give pith and point to the display 
and to advertise the aluminum 
ware which the store was pushing, 
the store placed over the manikin 
a window card reading like this: 

“‘Me for them races, if my ankles 
don’t give out! 

“l’m also going to Chas. Beshore 
& Co.’s store to get a set of alumi- 
num ware. 

“Yep, you see, I’m 
Marion (marryin’).” 

Of course, the clever play on 
words of hooking up Marion with 
“marryin’”’ made the folks smile as 
they looked at the display and the 
whole display was of the very sort 
of thing that people like to tell 
about to friends and relatives. 

Surely there is a hint for other 
stores in this very interesting and 
novel window display. And the 
hint would seem to be that sonie of 
the ways in which hardware stores 
can make their 
stop more of the passers-by 
thereby as more efficient 
aids making the displays: 
Timely, Clever, with a Local Twist, 
with Some Motion or Action, Tell a 
Definite and Interesting Story, 


thinkin’ of 


window displays 
and 
act sales 


are by 


and 
Have a Distinctive and Refreshing 
Difference from Every Window Dis- 


play in That Line in the Entire 
City. 
When hardware store window 


combine some or all of 
these points then it is practically 
certain that such displays will not 
look just about the same as all the 
other hardware window displays in 
the city. And it is practically cer- 
tain that a much greater percent- 
age of the 


displays 


passers-by will stop to 
look at such displays and having 
stopped and looked will feel an 
urge to enter the store and to pur- 
chase the goods advertised. 


Another Interesting Window 


It is interesting to note that dur- 


ing the same time in which the 
3eshore store had the interesting 
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display on exhibition which has 
been told about in the foregoing, 
the store also had another novel idea 
in the matter of display in another 
of its show windows. 

In this second show window the 
store had on exhibition a miniature 
cook stove in which the heating 
force consisted of two New Perfec- 
tion oil heaters of small size. On 
this stove was placed a waffle iron 
and several other cooking utensils. 
In the waffle iron was an appetiz- 
ingly cooked waffle and over the 
stove appeared this window card: 

“Come in and get a recipe for 
making good waffles.” 

This second display, it is evident, 
was calculated to appeal particu- 
larly to the women and it was cal- 
culated to do the very thing that 
every good window display must do 
if it is to really be a sales aid to the 
store—and that is, it actually drew 
people into the establishment. 

Isn’t there a hint, too, for other 
hardware stores in this second win- 
dow display of this concern? 

The great majority of window 
displays nowadays are so very good 
that the alert store has to try 
harder than ever to make its dis- 
plays better than those of its com- 
petitors. 

Here’s hoping that this article 
will point the way to some stores 
that are striving hard along this 
line! 


THE USE OF FORMS 
(Continued from page 85) 


black and white record that is not 
going to slip easily out of the mind. 
The buyer has definite information 
on which to base his inquiries and 
action always follows. Forgetting 
is made impossible by such forms. 

Many other blanks which are 
used in the accounting department 
and in keeping check on the finan- 
cial end of the business could be 
shown but they are largely of a 
technical nature. Those shown 
here are practical, of almost every- 
day usefulness and they prevent 
the costly habit of forgetting. Of 
course no system is perfect and 
never will be so long as the ele- 
ment of human nature must be 
reckoned with, but some system is 
apt to result in more order than no 
system at all. 

“T feel that our forms pay their 
way over and over again every 
year,” said Mr. Ross. “They are 
essential to our business. I should 
hate to try to keep track of things 
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without them. They are guides 
that have saved us from many mis- 
steps.” 


WASHINGTON LETTER 


(Continued from page 92) 


ney, Charlottetown, Halifax and Ot- 
tawa. 

“It is hoped that at the early meet- 
ings broad outlines of the cases desired 
to be made from any standpoint will be 
presented. The duty of the commis- 
sion is to obtain to the fullest extent 
possible all relevant facts and circum- 
stances affecting the necessities and re- 
quirements of production in all its 
varied forms, as well as the require- 
ments and the necessities of labor. 

“A statement of the principles which 
the various interested parties desire to 
be adopted ought to be made at the 
early meetings in so far as that is pos- 
sible. It is earnestly hoped that at sub- 
sequent meetings the exact facts sup- 
porting such principles be established 
—such facts to have special regard to 
the effect of present or suggested fiscal 
policies or customs rates on Canadian 
workers or Canadian production. 

“What is most desired is that the 
absolute facts in connection with each 
Canadian productive activity be estab- 
lished. The consideration of tariff and 
any tariff revision of necessity involves 
a consideration of the revenue needs of 
the country and of other methods of 
taxation. Submissions on these matters 
are desired.” 

It will be observed that the Lady of 
the Snows is getting ready to tighten 
up the screws a bit. Keep an eye on 
her. 


Charles H. Graham Dead 
Charles H. Graham, who for a long 


period was associated with the Upson 
Nut Co., Thompsonville, Conn., died at 


his home at that place Oct. 1. Mr. 
Graham was born in New Britain, 
Conn., Oct. 15, 1837. Mr. Graham 


started with the Upson Nut Co. as a 
factory hand, and subsequently rose to 
be shipper, superintendent, treasurer, 
and vice-president. He was also secre- 
tary of the Union Nut & Bolt Co., New 
York and Chicago, and assistant treas- 
urer of the Union Rolling Mill, Cleve- 
land, Ohio. He is survived by three 
sons, Walter E., who until he retired 
last summer was associated with the 
Upson Nut Co.; Samuel F., superintend- 
ent, Unionville branch of the same con- 
cern, and Henry C., Cleveland, mem- 
ber of the*Bourne Fuller Co., which re- 
cently bought the Upson Nut Co. 





Claude W. Stevens, connected with 
the sales department, The Stanley 
Works, New Britain, Conn., last week 
was presented with a gold watch as a 
mark of appreciation of his having 


completed twenty-five years of service 
Mr. 


in the employ of the concern. 
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Stevens is a State Senator from the 
New Britain district. 





Merger of the Pittsburgh Plate Glass 
Co. with the Columbia Chemical Co. 
and the Patton-Pitcairn Co. was rati- 
fied at a meeting of the stockholders of 
the Pittsburgh Plate Glass Co., Oct. 7. 
The Columbia Chemical Co. and the 
Patton-Pitcairn Co. formerly were sub- 
sidiaries of the Plate Glass Co. The 
merged companies will be known as the 
Pittsburgh Plate Glass Co. 





The N. D. Cass Toy Co. of Vermont 
is putting up a two-story, 130 x 50 ft. 
manufacturing building; a two-story 
90 x 40 ft. saw mill, and a one-story, 
20 x 48 ft. dry kiln, at Manchester, Vt. 
The company will use electric power. 





E. A. Moore, president The Stanley 
Works, New Britain, Conn., has _re- 
turned from a three months’ trip abroad 
during which he visited England, Nor- 
way, Sweden, Denmark, Holland, Bel- 
gium, France and Germany for the pur- 
pose of studying business conditions. 
Mr. Moore was accompanied by his son, 
Allen Moore, and his nephew, Stanley 
Hart. During his visit in France Mr. 
Moore visited some of the battlefields. 





Polishers employed by the Westfield 
Mfg. Co., Westfield, Mass., bicycles, 
motorcycles, etc., who have been in 
disagreement with the company for the 
past six weeks relative to an increase 
in wages, have voted to return to work. 





Davis City, Iowa.—Henderson Fur- 
niture & Hardware have succeeded to 
the business of G. F. Henderson. 


THE WALWORTH CATALOG 


A catalog of particular interest be- 
cause of the arrangement and listing 
of products in English, Spanish, Portu- 
guese and French has been prepared 


by the Walworth Mfg. Co., Boston, 
makers of valves, fittings and tools for 
steam, water, gas, oil and air. The 


book is known as export catalog No. 
35 and is intended for distribution only 
in those countries in which the British 
standard thread is used. It comprises 
400 pages, 6 x 9 in., printed on a yel- 
low tint block to increase legibility, 
and bound in an attractive gray cloth 
cover. The arrangement of the lan- 
guages is such that these appear in the 
same sequence on each page. The va- 
rious products are illustrated, the en- 
gravings being prominently displayed 
and brought out in strong relief on the 
safe presumption that pictures are a 
universal language. The difficulties of 
translating the technical terms in 
many cases have been overcome by 
giving a translation which keeps the 
spirit of the engineering terms though 
the translation from the English is not 
literal. 
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This card (12x15 inches) in 
colors—blue and black—is 
equipped with easel and is 
suitable for either counter or 
window display. If used on 
your counter, it will take up 
1 will put 


across an imp rlant messave 


but little room ani 


These cards, in 
any quantity ill be fur- 
nished McKinney dealer 
upon request 


to your trade. 














For Your Counter 


Display this coloredcard! Letevery- 
one who enters your establishment 
know you sell standard products. 
Get real value from McKinney ad- 


This display card on your counter 
or in your window marks your store 
as McKinney Headquarters. It tells 
your customers you carry the Mc- 
Kinney lines. A nation-wide ad- 
vertising campaign is increasing 
hinge interest and McKinney 
Hinge Sales. 


McKINNEY MANUFACTURING CO., Pittsburg! 


vertising. Make it pay you! This 
attractive card will be forwarded 
upon request—in any quantity you 
desire. 


WESTERN OFFICE, State-Lake Bldg., 


Expo ort Representation 


ewer NMICKINNEY 


McKinney garage and 
farm building door- 
hardware, furniture 
hardware and McKin- 


ney One-Man Trucks. 


Hinges and Butts 

























































Bic iy pape 
SY ares pee 


Products Being 


New Shoe Rack 


The Ideal Shoe Rack is a new item 
aaded to the line of hardware special- 





Ideal Shoe Rack 


3arney Moore 
Lake Building, 


ties distributed by the 
Co., Ine., State and 
Chicago, Ill. 
It is designed to accommodate three 
placed on the 
Luck of the closet door. Being made of 
steel, it serves as a positive container 
and the shoes are held rigid regardless 
of the jarring or slamming of the door. 
The rack is 24 inches wide, finished to 
harmonize with woodwork of the door. 

As an aid to neatness this rack will 
be greatly appreciated; it provides a 
place for shves of all sizes that might 
otherwise be sprawled over the floor of 
the bedroom or closet. 

If the customer is fortunate enough 
to have sufficient shoes to warrant, two 
or more racks might well be placed on 
the door, one above the other. 


pairs of shoes, and is 


Frigidaire 

The Frigidaire is an entirely auto- 
matic refrigerating plant for household 
use taking, say the manufacturers, the 
same relative position among ice boxes 
and such as the vacuum cleaner takes 
among brooms and carpet beaters, and 
the electric iron among the kind that 
must be put on the stove before using. 
The Frigidaire Corp., 725 Scotten Ave- 
nue, Detroit, Mich., is the manufacturer 
of this modern service. 


An electric motor working a com- 


pressor creates the “cold.’”’ Automatic 
control keeps the temperature at 40 
degrees. Should the latter rise to 42 
degrees the automatic switch starts the 


refrigerating machinery going until 
the temperature drops back to 40 
degrees. It will then be 10 degrees 


colder than the prescribed and neces- 
sary 50 degrees. 

A very interesting illustrated folder 
explains in simple language the method 
of mechanical refrigeration used in the 
Frigidaire. It is a little too long for 
reproduction on this page, but any 
hardware dealer may obtain a copy of 
this circular by addressing the com- 
pany. 

The Frigidaire in outward appear- 
ance resembles closely the familiar de- 
sign of family ice boxes. Two models 
are offered, one with a sanitary white 








Frigidaire 


enamel finish; the other is of a natural 
oak wood finish. 





New Table Fork 
A new patented light weight table 
fork is offered by the Shelton Tool & 
Machine Co., Derby, Conn. 
The fork is stamped from steel, and 
is finished in nickel or silver plate. The 
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hollow back adds proper balance, and 
the handle is constructed so as to stiffen 
the frame equal to that of a one-piece 
solid fork. 

Interested dealers are invited to com- 
municate with the company for fur- 

















Shelton Table Fork 


ther details in regard to this new kitch- 
en utensil. 


New Metal Saw 

An inserted tooth metal circular saw 
has been invented, and is being placed 
on the market by the Simonds Manu- 
facturing Co., Fitchburg, Mass. ‘This 
saw was especially designed to meet, the 
requirements for a saw to cut siruc- 
tural iron, I-beams, channels and stock 
with thin walls that could not be cu: as 
suecessfully with other saws of similar 
design, because the pitch or spacing of 
the teeth was not fine enough to keep 
two teeth in the cut at all times in this 
work. 

This new saw, through its arrange- 
ment and closer spacing of teeth, is 
said to provide smoother running and 
eliminating chatter, often noticed where 
the teeth are placed further apart in 
the plate. It is a fast cutting saw and 
is fitted with as many teeth as it is pos- 
sible to securely fasten into the plate 
and at the same time retain the perfect 
alignment of teeth and strength of 
plate necessary to stand up and 
cut true. These saws are made from 
10-inch diameter with kerf of 14-inch 
and maximum of 40 teeth to 50 inches 
in diameter, 15/32-inch or 7/16-inch 
kerf with 210 teeth as the maximum 
number, 

Further information on this new cir- 
cular metal saw may be obtained from 
the Simonds Manufacturing Company. 
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Two Heads— 


are better than one 


And when you have 
problems relating to 
matters coming within 
our experience—make 
use of our head. 


We'll lend it to you freely—and there's a lot 
of valuable experience and specific knowledge 
stored up in it concerning equipment for garage 
doorways, house doorways, barn doorways, fire- 

wall doorways, ware- 
house doorways, church 


partition doorways, ele- 


vator door ways. 
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The Door Hanger Institution 


























MOTOR 
ACCESSORIES 


New Caplocking Device 


The present quite general use of the 
Motor Meter and the popularity of 














Smith Caplock 


rather good looking ornaments of 
radiator caps have helped to cause a 
real demand for the new Smith Cap- 
lock, made by the O. P. Smith Co., 205 
West Harrison Street, Chicago, IIl. 

With this new locking device installed 
there is no chance of losing the radiator 
cap, Motor Meter or ornament through 
theft. It is said to be a very simple 
matter to place the Smith Caplock in 
proper position. The lock will fit any 
style screwed in or screwed on cap. It 
may also be used with equal success, 
in protecting the gas tank top. 


New Tire Pump 

In presenting the Pivot tire pump the 
Pivot Sales Corp., 608 Chestnut St., 
Philadelphia, Pa., offer an entirely new 
contrivance for inflating pneumatic 
tires. 

The Pivot pump is attached to the 
car’s running board and operated the 
same way as a meat chopper. ‘The 
crank, or handle, is revolved witn a 
steady, quick motion, with more force 
on the down stroke than on the up. It 


is claimed that the pump may be easily 
used by a mere child, and that the 
maximum of speed in inflating tires 
may be had with a minimum of effort. 
The pump is guaranteed to pump up to 
75 pounds, a range that will include 
the majority of pleasure car tires. The 
only care required is to squirt a few 
irops of oil in the lubricating hole 
about every two weeks. 














Pivot Tire Pump 


Wayne Tire and Tubes 
The Fort Wayne Tire & Rubber 
Co., Fort Wayne, Ind., offers the hard- 
ware trade the Wayne line of Rough- 

shod Tire and Supertested Tubes. 
Due to special construction the manu- 
facturer claims that the Wayne Rough- 
shod Tire is practically immune from 
rim cuts, tread separation, side wall 
cracking, bead separation, stone 
bruises, ply separation or other trou- 
bles so common to motorists. It is said 
that the shoe is designed to fit the rim 
with unusual snugness, and that the 
amount of good material placed in each 


outer case is more than the usual. The 
layers or ply of fabric are said to be 














Two Wayne Treads 


fastened securely in such a manner that 
separation is well nigh impossible. 


Melotone Compression 
Whistles 

The Melotone compression whistle 
is offered in four models by the Duplex 
Machine Co., 93 Lafayette Street, 
Newark, N. J. 

The whistle is designed to take the 
place of any one pet cock. When the car 
in question is not equipped with pet 
cocks, the special adapter may be used, 
in one spark plug hole. This latter de- 
vice resembles closely the familiar two 
socket electric light plug, as it provides 
for the spark plug and whistle. 

A cord or wire is run from the 
whistle up through the instrument 
board to a point convenient for the 
driver. A slight tug will operate it. 

A triple toned model is offered, as is 
a style with the blending of four dis- 
tinct tones. These and other models 
would be suitable for use on motor cars 
or boats. 
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Notes of the Retail Hardware Trade 


3ERESFORD, S. D.—The Mangan Hard- 
ware Store has disposed of its stock to 
M. Skaff. The new owner now carries 
a stock of the following: Automobile 
accessories, bathroom fixtures, belting 
and packing, bicycles, buggy whips, 
builders’ hardware, children’s vehicles, 
churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electri- 
cal household specialties, fishing tackle, 
furnaces, galvanized and tin shicets, 
heating stoves, heavy hardware, home 
barbers’ supplies, kitchen housefurnish- 
ings, lubricating oils, mechanics, tools, 
paints, oils, varnishes and glass, plumb- 
ing department, prepared _ roofing, 
pumps, ranges and cook stoves, refrig- 
erators, shelf hardware, silverware. tin 
shop and washing machines. 

RuPERT, VT.—N. O. Sheldon, whe has 
recently suffered a fire loss, requests 
catalogs on automobile accessories, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, cream 
separators, crockery and glass, cutlery 
dairy supplies, fishing tackle, galvan- 
ized and tin sheets, heavy farm imple- 
ments, heavy hardware, kitchen cahi- 
nets, kitchen housefurnishings, lime 
and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, shelf hard- 
ware and sporting goods. 

GRANDVIEW, WASH.—The Valley 
Hardware & Implement Co. has taken 
over the furniture stock of Kellso & 
Goble, which will be consolidated with 
its hardware stock. 

PuYALLUP, WASH.—F. A. Stewart 
and W. A. Moore have established them. 
selves in business here under the style 
of the Stewart-Moore Hardware. The 
stock will consist of the following lines, 
on which catalogs are requested: Rase- 
ball goods, bathroom fixtures, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
crockery and glass, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical 
household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, 
hammocks and tents, heating stoves, 
heavy farm implements, heavy hard- 
ware, home barbers’ supplies, kitchen 
housefurnishings, lime and cement, lu- 
bricating mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games 
and washing machines. 


MARATHON, Wis.—The A. Stroota 
Hardware Co. has purchased a new 
store building, which it will shortly oc- 
cupy with a stock of bathroom fixtures, 
belting and packing, bicycles, buggy 
whips, builders’ hardware, building pa- 
per, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog 
collars, dynamite, fishing tackle, fur- 
naces, galvanized and tin sheets, saso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm im- 
plements, heavy hardware, home bar- 
bers’ supplies, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing depart- 
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ment, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, 
sporting goods, tin shop, wagons, bug- 
gies and washing machines. Catalogs 
requested. 


Osseo, Wis.—J. McIntyre has sold 
his implement business to Christianson 
Bros. 


PULASKI, Wis.—The J. A. Peplinski 
Hardware & Implement Company has 
been incorporated with a capital stock 
of $50,000 by J. A. Peplinski and oth- 
ers. The concern will deal in the fol- 
lowing, on which it requests catalogs: 
Automobile accessories, baseball goods, 
belting and packing, bicycles, buggy 
whips, builders’ hardware, building pa- 
per, churns, cream separators, etlery 
dairy supplies, dynamite, electrical 
household specialties, fishing tackle, 
furnaces, furniture department, gai- 
vanized and tin sheets, gasoline en- 
gines, hammocks and tents, heating 
stoves, heavy farm implements, heavy 
hardware, iron beds, linoleum, lubricat- 
ing oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, toys and games, wagons, buggies 
and washing machines. 

LONG BEAcH, CAL.—McLane & Selby 
have commenced business at 3407 East 
3roadway, carrying a complete stock of 
hardware. Catalogs requested on a 
line of shelf hardware and kitchen 
housefurnishings. 


OAKDALE, CAL.—The Turner Hard- 
ware & Implement Co. has purchased 
the hardware stock of Hughes Bros., 
and opened a store here. Its officers are 
J. D. Turner, president; Charles Sipe, 
vice-president and manager; H. H. 
Stagg, treasurer, and James S. Single- 
ton, secretary. The lines handled will 
comprise the following, on which cata- 
logs are requested: Automobile acces- 
sories, baseball goods, belting and pack- 
ing, builders’ hardware, building paper, 
churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical house- 
hold specialties, fishing tackle, gasoline 
engines, hammocks and tents, heating 
stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf harware, sil- 
verware, sporting goods, wagons, bug- 
gies and washing machines. 


TAFT, CAL.—The Harris-Curtis Hard- 
ware store has been damaged by fire. 


MERIDEN, CONN.—Arthur Grimord 
has disposed of his interest in the firm 
of Grimord Bros. & Co. to John E. 
Grimord and Prosper E. Charest. The 
concern will deal,in builders’ hardware, 
cutlery, farm implements, flashlights, 
insecticides, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
shelf hardware and wheel toys. Cata- 
logs réquested. 


NAUGATUCK, CONN.—The stock of the 
John M. Page Co., 177-179 Church 
Street, has been taken over by a firm 
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composed of Robert Houseknecht, pres- 
ident; George Houseknecht, vice-presi- 
dent; Howard Olson, secretary, and 
Harold P. Baldwin, treasurer. The 
firm name will remain unchanged. 


NORWALK, CONN.—The Norwalk Sup- 
ply Shop, Inc., 29 Wall Street, is en- 
larging its present quarters and adding 
a line of hardware to its stock. Cata- 
logs requested. 


WINTER HAVEN, FLA.—The B. & W. 
Hardware Co. has been incorporated 
with a capital stock of $25,000 by L. E. 
and J. E. Ball and E. B. Walhall. 


CORNELIA, GA.—The Farmers’ Hard- 
ware Co. has been incorporated by A. 
M. Wells and others. The capital stock 
is $15,000, and the concern will con- 
duct both a wholesale and retail busi- 
ness in the following lines, on which 
catalogs are requested: Buggy whips, 
builders’ hardware, building paper, 
cutlery, harness, heavy farm  im- 
plements, heavy hardware, lime and 
cement, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hard- 
ware, silverware, wagons, buggies and 
washing machines. 


CHICAGO, ILL.—Arthur C. Lake has 
purchased the hardware store of Rock- 
rock & Steele, at 1218 East Sixty-third 
Street. 


LINDEN, IND.—The Farmers’ Supply 
Co. has been incorporated with a capital 
stock of $20,000 to deal in automobile ac- 
cessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, furnaces, garage hardware, gaso- 
line, gasoline engines, guns and ammu- 
nition, hammocks and tents, harness, 
heating stoves, heavy hardware, incu- 
bators, insecticides, kitchen cabinets, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. The incorporators are: T. H. 
Vincent, president; E. M. Morrow, sec- 
retary-treasurer; John S. Campbell, 
vice-president; Thomas W. Murphy and 
William T. Davidson. Catalogs re- 
quested. 


PRIMGHAR, IowA.—McCroskey & Co. 
now own the stock of Mr. Williams. 


NICKERSON, KAN.—Weber & Asch- 
man have disposed of their stock of 
hardware, harness and implements. 


CAMPBELLSVILLE, Ky.—The Hord & 
Hall stock of bicycles, buggy whips, 
builders’ hardware, building paper, 
churns, cutlery, hammocks and tents, 
harness, heating stoves, heavy farm im- 
plements, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, 
ranges and cook stoves, shelf hardware 
and washing machines has been bought 
by R. H. Hord. 











